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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million thrifty, 

far-sighted persons banded together for mutual protection, whose combined insurance 

aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves guarantee 

its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total Payments to 

Policyhelders and beneficiaries since organization total $1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) were paid 

within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the Society. 

Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has set aside 

$26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 

It was the first company to demonstrate that a policy could be paid as promply as a 

bank draft. 

It was the first company to insure large numbers of employes in a body on the Group 

Insurance plan, with scientific medical inspection substituted for personal medical 

examination. 

It has devised the Home Purchase Plan of insurance whereby a man of moderate 

means can own his own home and pay for it conveniently whether he lives or dies. 

It has developed a programme for the education and training of its agents in the prin- 

ciples of life insurance and in modern salesmanship. 

It maintains at its Home Office an Inheritance Tax and Business Insurance Bureau 

for the benefit of the insuring public. 

a are liberal, clear and comprehensive, readily adaptable to the diversified 
of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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OUTLOOK IS BRILLIANT 
FOR LIFE INSURANCE 


Company and Agency Men 
Throughout Country Express 
Optimism 


IS MOST OPPORTUNE TIME 


Several of Leaders Among Life Under- 
writers View This As Greatest 
Era of Business 


A widespread wave of optimism seems 
to pervade the life insurance field and 
life underwriters in all sections of the 
country are expressing satisfaction over 
the present condition of the business 
and the outlook for the coming year. 
Several company and agency men have 
said that this is the most propitious 
time the life underwriter has ever faced 
and that the coming year should de- 
velop the most favorable year in the 
history of the business. Several life 
underwriters, both company and agency 
men, were approached on the matter of 
prospects for the coming year, their 
views addressed to THE Nationa UN- 
DERWRITER giving strength to this opti- 
mistic attitude. Though some sections 
are affected by local conditions, the gen- 
eral opinion is satisfactorily optimistic, 
viewing the coming year as the great 
opportunity for the life underwriter. 
Labor troubles appeared to be the only 
cloud on the horizon. 

H. H. Steiner’s Views 


This favorable outlook on the busi- 
ness was expressed by H. H. Steiner, 
superintendent of agencies of the Con- 
necticut Mutual, who said: 

“All the signs of the times point to 
greatly increased activity in life insur- 
ance during the fall and winter months, 
and there is every reason to believe 
that the live, wide-awake, well-posted 
and well-trained life insurance agent 
should at this time write as large a 
volume of business as he has written 
at any time, if he is competent to 
analyze conditions and able to meet the 
constantly changing conditions. 

“Industrial conditions throughout the 
country are steadily improving. The 
only cloud on the horizon at the present 
time is the labor situation, and at this 
writing the indications are that this 
factor is steadily improving, especially 
among coal miners. The readjustment 
processes due to post-war conditions 
are nearly over—liquidation of outstand- 
ing obligations largely an accom- 
plished fact. Money is easy and plenti- 
iul. The outlook for bumper crops and 
fair prices is better than it has been for 
vears. This last factor means that the 
buying powers of a large part of our 
population will be materially increased 
this fall and winter, when the present 
crops are turned into cash. 


is 


Await Labor Readjustment 


“The demand for manufactured prod- 
especially steel and railroad sup- 


ucts, 


CONTROL IS TOO CLOSE 


MORE DEMOCRACY IS WANTED 


Wilson Williams of New Orleans Of- 
fers Some Suggestions to the 
National Life Underwriters 


Wilson Williams of New Orleans, 
general agent of the New England Mu- 
tual Life there, was vice-president of 
the National Life Underwriters’ Asso- 
ciation prior to the annual meeting at 
Toronto. Mr. Williams found it im- 
possible to go to the Toronto conven- 
tion. He wrote a letter, however, to 
the then president, John L. Shuff, stat- 
ing that he felt that the National Asso- 
ciation of Life Underwriters could profit 
greatly by eliciting the active interest 
and support of many established field 
men who, while in sympathy with its 
purposes, are opposed to many meth- 
of its management. 

Mr. Williams, for example, said that 
he was vice-president and yet he real- 
ized that a vice-president performed no 
function, cither active or advisory. Mr. 
Williams feels there is a tendency to 
suppress the democratic spirit in the 
organization. He finds, he says, many 
prominent agency men throughout the 
country are apathetic in their interests 
in agency association work because they 
feel that the National Association is 
aristocratic and is dominated by a very 
few men. 


ods 
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Quality Is Lacking 
Mr. Williams says that local 


izations have been aggressive in 
ing numerical strength and have added 
large numbers in a shert time. How- 
ever, he finds in investigating the mem- 
bership rolls that part time agents have 
been brought in. The quality of mem- 
bership has been lost sight of. Mr 
Williams says that he finds that a num- 


organ- 


| 
scCrA- 


ber of agents throughout the country 
are opposed to the self perpetuating 
force of control in the national body 
known as the trustees He says that 
this is hurting the association a great 
deal and many agents regard it as a 


close corporation. 
Too Much Scientific Salesmanship 


Speaking further Mr. Williams says 
that he is convinced that the association 
is devoting too much time to scientific 
to educat- 


to 
1 
counsellors 


salesmanship and too little 
ing the agents as efficient 
and advisors. In other words, he de- 
clares that the organization is neglect- 


ing the ideal considerations of protes- 
sional life underwriting. 
Mr. Wilson says that he has always 


been a staunch “regular” in the agency 
ranks but he feels that the 

executive committee must not overlook 
the feeling that abroad in many 
quarters as it is militating against the 
genuine development of association 
spirit 


is 
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plies, must be large as soon as labor 
| conditions are settled; general manufac- 
tured stocks are low, merchants’ stocks 
lare low, and all of these must be re- 
| plenished. 

“All of the above factors mean more 
im in circulation, and constantly 
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STATE OFFICIALS MEET 


HOLDING ANNUAL GATHERING 


Decided to Adopt Plan for Valuing 
Securities—Life Problems in Back- 
ground at Convention 


BY GEORGE A. WATSON 
SWAMPSCOTT, MASS., Sept. 5. 


Insurance Commissioner Hobbs wel- 
comed the members of the National 
Convention of Insurance Commission- 
ers, who are holding their annual meet- 
ing here this week. In a brief talk Mr. 
Hobbs reminded the commissioners that 
50 years had elapsed since the conven- 
tion previously met in Massachusetts. 
The response to Mr. Hobbs remarks 
was made by Commissioner Whitman 
of Wisconsin. In his annual address 
President Donaldson of Pennsylvania 
advocated the employment by the con- 
vention of a paid executive secretary in 
order to carry out its policies and to 
perform service generally that would 
prove beneficial to the great business of 
insurance 


Resolutions Adopted 


Of the 22 standing committees, but 
seven reported, and of this number in 
turn, that on valuation of securities 
alone offered a resolution. In effect this 
resolution which was adopted by the 
convention provided that the commit- 
tee be empowered to adopt a plan for 
valuing securities for the new year, and 
to assess all membership states for the 
cost of the service. The committee 
named to investigate the advisability of 
revising the present gain and loss ex- 
hibit of the life companies reported that 
it had submitted a tentative form to all 
life offices asking criticism, and that 
the responses were being analyzed and 
a revised form would be presented at 
the meeting of the convention next 
December. 

Fire Insurance Has Spotlight 


Apparently fire insurance is to have 
the center of the stage at this gathering, 
ind life insurance questions are to be 
considered only briefly. Fire insurance 
problems were discussed at all of the 
sessions today. Following adjournment 
this afternoon the commissioners and 
other attendants at the convention were 
guests of the Massachusetts insurance 
fraternity in an automobile ride through 
historic Concord and Lexington. The 
attendance at the convention was excep- 
tionally good. Virginia holds the state 
record for the largest departmental rep- 
resentation, having five officials to its 
credit Commissioner Fishback of 
Washington, made the longest journey 
to the meeting. While a number of 
familiar faces were absent, the great 
majority of the old time guard are on 
hand 


Managers Meet at Davenport 


Excellent prospects for fall business 
were forecast by 20 representatives of 
the Massachusetts Mutual Life who at- 
tended a territorial managers’ session in 
Davenport, Ia., last week. Eastern 
Iowa and western Illinois agents gath- 
ered under Carl LeBuhn, manager of 
the district. 





JULY SHOWS GAINS IN 
INSURANCE PRODUCTION 


Sales Record Gives Gratifying Re- 
sults When Compared With 
Last Year 


ONLY TWO SECTIONS SLOW 


Life Insurance Sales Research Bureau 
at Carnegie Reports on Conditions 
After Its Survey 


The Life Insurance Sales Research 
Bureau connected with Carnegie Insti- 
tute a report of sales 
conditions United States and 
This is an analysis 
based on the paid for business of 40 


has gotten out 
the 


Canada during July. 


in 


companies. 
The 


showed the 


July 
decrease in 
sales as compared with June, the busi- 


that while 


seasonal 


report shows 


usual 


ness for July as compared with the same 
month’s business last 
cent This may 
for partly by the poor showing during 
July of 1921, but the Bureau says it is 
by far the largest gain noted in any one 
month of the year to date and indicates 
a continued upward trend of sales activi- 
ties. Taking the country as a whole for 
the first seven months the sales this 
year are 3 percent above those during 
the corresponding period of last year. 


year was 16 per- 


greater. be accounted 


Only Two Sections Off 


The Life Insurance Sales Research 
Bureau says that the increase of July 
was not confined to a few districts but 
was practically countrywide. Of the 
eight districts, six showed a decided im- 
provement. The exceptions are the 
west central which remained the same as 
in June and the southwest which de- 
clined somewhat from the position of a 
month ago. The Pacific group continues 
to lead, with a total business of 30 per- 
cent greater than last year, mainly due 
to the exceptional conditions prevailing 
in California. The industrial sections. 
New England, the middle Atlantic and 
the central states follow in rank in the 
order mentioned. During the past 
month the New England states passed 
the middle Atlantic in percentage of 
gain. The western states continued to 
improve and for the first time this vear. 
sales in a current month are above the 
sales for the corresponding period of 
Jast year. In the southern states the 
sales for July are 7 percent above July 
of last year. The southwestern district 
fell 8 percent short of the business of 
July a year ago. 

New England and Middle Atlantic 


Taking the New England states, and 
every one except Maine, reports im- 
provements over conditions in June. 
Vermont is still the most backward, but 
Massachusetts, Rhode Island and Con- 
necticut are making fine progress. In 
the middle Atlantic states, Pennsylvania, 
Delaware, Maryland, Virginia, make 
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the greatest improvement. New Jersey 
declined slightly from the high ratio of 
last month. However, it runs 43 per- 
cent over the corresponding month of 
last year. New York shows a steady 
gain. 

In the southern states July figures in- 
dicate improved conditions in eight 
states. There is a depression in two 
states, while one remains the same. 
Kentucky, Tennessee, and Mississippi 
made a poor record compared with last 
year. North Carolina continues to re- 
port exceptionally favorable conditions. 
In the central states, Michigan and IIli- 
nois were a little better than the other 
members of this group during July. 
The district is 4 percent above last 
year’s sales for the year to date. 

In the west central district conditions 
remain about as they were in June. 
Nebraska, Iowa, and Missouri report 
the most favorable conditions, with 
Kansas and the northern group behind 
last year. 


Conditions in the Southwest 


In the southwestern district, Okla- 
homa is the brightest spot. Texas, Ari- 
zona and New Mexico made a poorer 
record than in June and were behind the 
total sales for the corresponding month 
last year. The Bureau says that while 
this section has improved slightly since 
the beginning of the year, it does not 
seem to have recovered from the depres- 
sion as much as the district surround- 
ing it. 

In the western district, Idaho and 
Montana run behind last year’s volume 
of business. In Colorado, Utah and 
Wyoming exceptional improvement is 
noticed. 

California continues to be one of the 
greatest states for life insurance sales 
in the Pacific states. Washington shows 
13 percent above July last year. Ore- 
gon continues in a slump and failed by 
over 20 percent to reach the 1921 mark. 

In Canada there is a gradual im- 
provement this year and was continued 
through July. For the year to date 
Canada is still 15 percent behind last 
year’s sales. July figures indicate most 
promising conditions in Newfoundland, 
Ontario and British Columbia. 


Summary of Sales Index 


Giving a summary of the sales index 
for July the Bureau of Life Insurance 
Research presents the following table: 

I.—Ratio of the month’s new business 
to the business of the corresponding 
month last year. 

Il.—Ratio of the month's new business 
to the preceding month's new business. 

IlIl.—Ratio of the new business of the 
year to date to the new business last 
year to the corresponding date. 


New England 





I. II. III. 
Maine + aati ar! 106 97 
New Hampshire .. 122 96 101 
Vermont ......... 83 95 87 
Massachusetts .... 135 &9 110 
Rhode Island 182 99 121 
Connecticut ...... 140 ift 106 

Middle Atlantic 
New York ....... 117 82 109 
New Jersey ...... 143 80 119 
Pennsylvania .... 123 94 107 
Delaware ........ 120 84 103 
PEOPVIANE .ccccsee 148 98 112 
Dist. of Columbia. 115 84 118 
West Virginia ... 116 89 104 
Southern 
WE cccicceee Be 100 &5 
North Carolina .. 136 75 117 
South Carolina ... 102 74 93 
aa 100 
Florida ..... sone aM q 105 
Kentucky 96 
Tennessee . 104 
Alabama .... 99 
Mississippi &3 
Arkansas 122 
Louisiana 96 
CTE 130 
Michigan 108 
Indiana 109 
Illinois 102 
Wisconsin 103 
Kansas 85 
Missouri 98 
Nebraska 101 
Iowa .... eae 95 
Minnesota ........ 92 9 
North Dakota ... 84 96 83 
South Dakota .... 112 106 76 
Southwestern 

TOES sn cceceteces 9 8&3 90 
Oklahoma ........ 110 101 7 





LIVELY ROW IN KANSAS 
HOBBS IS “FIRED” BY TRAVIS 


Some Insurance Men Want Kansas 
Actuary to Become Independent 
Candidate for Commissioner 


TOPEKA, KAN., Sept. 5.—Superin- 
tendent Travis has dismissed Charles 
Hobbs, actuary for the department, who 
was a candidate for insurance super- 
intendent in the recent primary against 
W. R. Baker. Hobbs started on his 
vacation a few days before the primary 
and returned last week. When he ap- 
peared at the office Miss Inez Shepard, 
assistant superintendent, advised him 
that Travis had left word that when 
Hobbs returned he was to be told that 
he was “fired.” Hobbs at first refused 
to be fired and Miss Shepard advised 
Col. Travis, who was on his way to the 
Commissioners’ Convention. Right 
away came further directions to Miss 
Shepard to inform Hobbs that he was 
off the payroll. Hobbs still refused 
to quit and demanded that charges be 
filed and that he be given a trial. 


Incurred Travis’ Displeasure 


Hobbs was an examiner and Baker 
was assistant superintendent under Tra- 
vis during the early part of the ad- 
ministration. Then Baker went to the 
Liberty Life and Hobbs became actu- 
ary for the department. It has been 
understood for some time that Hobbs 
had incurred the displeasure of Travis 
by getting into the race and there have 
been some bitter expressions from Tra- 
vis regarding Hobbs. Baker won the 
Republican nomination and Hobbs was 
a very close second. 

There is a great deal of gossip among 
insurance men of putting an independ- 
ent candidate into the field but so far 
nothing definite has been done in the 
way of getting out the petitions and 
perfecting the organization. As Baker 
will have the backing of the Republican 
organization and W. L. Rigney that of 
the Democrats it would be necessary 
to build up a new organization through- 
out the state. However, the party label 
does not mean much in Kansas any 
more, where the ballot is such that a 
straight ticket cannot be voted and 
the voter has to pick out every name 
for which he wishes to cast a ballot. 

Kenneth Lewis, son of a former su- 
perintendent of insurance, has been un- 
der discussion as a possible candidate 
for the place. Mr. Hobbs, also is being 
urged to run independently and may do 
it, particularly since he has been “fired” 
by Superintendent Travis. 

Many insurance men feel that Baker 
will follow the plans and policies of 
Travis and that would simply mean a 
continual hurrah and the calling for 
regular and voluminous reports of all 
kinds from all the companies and a 
first class row brewing between the 
department and the companies at all 
times. 


New Mexico ...... 92 72 126 
DE ateurcaces> Te 90 114 
Western 
Colora@o ......... 118 95 80 
DO .cexeees 198 121 85 
eee 93 108 77 
Dn scvesedecs 91 67 75 
eer 119 92 R84 
Nevada 150 126 88 
Pacific 
California ........ 158 100 136 
CD aad cwkeaees 74 77 92 
Washington ...... 113 7 103 
Summary By Districts 
New England .... 130 94 108 
Middle Atlantic .. 122 R4 109 
DE 2+¢'eceues 107 91 100 
DT «cesteaeaen 120 98 104 
West Ceneral .... 190 87 92 
Southwestern .... 92 x9 91 
Weatern ..... oa oe 97 81 


Pacifie .. 13 ¢ 
UNITED STATES. .116 90 103 





ECHOES OF CONVENTION 
OPINIONS OF DETROIT MEN 


Strong Impressions Made At Recent 
Annual Meeting of National Asso- 
ciation At Toronto 


BY GEORGE BROWN 
DETROIT, MICH., Sept. 6.—The 
worth-whileness of the annual meeting 
of the life insurance men was demon- 
strated at the September gathering of 
the Detroit association, by Fred Law- 
ton, its very capable president, in draw- 
ing out the lessons learned by those 
who had attended the convention. The 
“experience meeting” was led by Ern- 
est Owen, Sun Life. 
Owen’s Impressions 


“The strongest impression I got,” he 
said, “was the value of the total disa- 
bility provision in a sales argument, 
supplemented by the story of the four 
men spending a vacation in the woods. 
The insurance man in the party pic- 
tured the conditions resulting in the 
homes of the other three if the party 
got lost and perished. The appeal to 
their imaginations was so vivid that he 
had them all examined at the nearest 
town. 

“You notice,” remarked the presi- 
dent, “that the insurance man didn’t 
say anything to them about his com- 
pany’s net cost being the lowest, the 
cash values the highest, the amount of 
business the company wrote last year 
or such details.” 

Striking Selling Idea 


Robert Ryan, Equitable of New 
York, thought that of all the thousand 
and one good ideas the best was the 
holding of a dime within a few inches 
of the prospect’s nose, and saying to 
him: “For every dime of premium we 
pay back $3.” 

The most striking point to John 
R. Walsh, Detroit Life, was the sim- 
plicity of the convention. The new men 
in the profession were meeting its most 
successful members, the biggest men 
in it. They had an opportunity to 
learn through these men that insurance 
is not a game but a profession, one in 
which any man may be proud of en- 
rollment. : 

“Analyze” was what Norton Ives, 
Mutual Benefit, brought home with 
him. He had taken to himself the les- 
son that a life man must not “peddle” 
life insurance, but thoroughly analyze 
the needs of the men he calls on and 
put a proposition up to him that will be 
worth consideration and discussion. 


Fred Lawton’s Best 


Fred Lawton, Connecticut Mutual, 
made a bunch of memos, but the choic- 
est one, he thought, was the come-back 
at the prospect who will take another 
thousand or so, and thinks it a lot, by 
suggesting he save his widow the agony 
of parting with the money by making it 
payable to the doctor, the undertaker, 
the monument man as it will all have 
to be paid out to those gentlemen when 
he dies. 

Mrs. Philomene Altman, Sun Life, 
made the real hit of the symposium by 
telling the folks, not what she liked in 
the convention but what she didn’t like. 
She was very emphatic in criticizing 
trickiness in getting to the prospect, 
and was surprised that a delegate could 
win a prize by playing a card on which 
was printed “I am Opportunity.” She 
believes her mission is a dignified one 
and her card, stating her company’s 
name and her own, is just as good as 
anyone else’s business card. 


Ernest Whitlock, manager of the Ne- 
braska agency of the Phoenix Mutual 
Life, was married to Miss Frances Gol- 
try of Enid, Okla., during his vacation 
last month. 





PRESENTING PROGRAMS 


METHODS OF GENERAL AGENT 


Fischer of Massachusetts Mutual in 


Peoria Tells of Plan He Uses to 
Give Service 


“Presenting Programs” was the sub- 
ject taken by Chester O. Fischer, gen- 
eral agent in Peoria for the Massachu- 
setts Mutual, in his address before the 
recent convention of the agency associa- 
tion at the home office. Mr. Fischer is 
carrying out an intensive program of 
this kind in his agency and told of the 
methods in operation for the rendering 
of service to prospects and_policy- 
holders by presenting life programs, 
The insurance needs of the prospects 
are detailed and suggestions made for 
future action. An analysis is made of all 
insurance carried and suggestions made 
for its proper handling, such as filling 
specific needs, this giving a full knowl- 
edge of the additional needs of the pros- 
pect, as well as rendering a great service. 

Must Analyze Needs 


; In commenting on the office methods 
in use in his agency, Mr. Fischer said: 
“It is our idea that the necessary pro- 
cedure in writing insurance in substan- 
tial amount and proper manner is to 
make a thorough analysis and summary 
of what insurance our client is carrying 
at that time. , 
_“We look upon our work as a profes- 
sion and wish to operate on that basis. 
If a man goes into a doctor’s office 
and suggests that he wishes to have his 
appendix removed, it would indeed be 
a poor doctor who would go ahead with- 
out first making a thorough examina- 
tion of the party. After the physician 
made his thorough examination he 
would perhaps find that that was not 
the cause of the trouble whatsoever— 
he might also find that there were other 
things that should be taken care of. 


Same Service in Other Lines 


“Going from the professional to the 
business world we find the same sort of 
expert services very much in demand. 
From time to time I take my automo- 
bile to the garage and have a thorough 
inspection niade of it. Now, our theory 
is that the same thing should be done 
with a man’s insurance estate. It is one 
of the most important of his posses- 
sions. We go to him and suggest that 
he allow us to go over his policies, mak- 
ing a survey thereof and giving him 
ideas as to how he can best utilize the 
policies he has. Perhaps there is a 
variance in regard to name of benefi- 
ciary—perhaps he does not have the 
automatic premium loan  provision— 
perhaps on some occasion the date of 
birth was given incorrectly. 

Present Life Program 


“Having gone over his policies we re- 
turn to him an abstract of them. We 
then at the same time present to him 
our ideas as to what the proper program 
is for him to adopt. We quite likely 
point out that after putting part of his 
insurance on the lump sum plan the 
balance thereof should be made payable 
upon his death in installments. 

“We find that in this way we are 
doing a service which is greatly appre- 
ciated and that we write insurance in 
substantial amounts because we are 
enabling the man to appraise his estate 
properly and are pointing out to him a 
means of covering every possible insur- 
ance need.” 


Forsyth Leaves Mountain States 


Robert B. Forsyth, who resigned last 
year as insurance commissioner of 
Wyoming to assume the _ vice-presi- 
dency of the Mountain States Life of 
Denver, Colo., has severed his connec- 
tion with that company. He is suc- 
ceeded by J. B. Forbes of Colorado 
Springs. 
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OHIO NATIONAL MEN 
IN ANNUAL MEETING 


President T. W. Appleby Tells 
What the Company Has 
Accomplished This Year 


SPLENDID PROGRAM GIVEN 


Prominent Agents in Addresses Com- 
ment on Various Phases of Life 
Insurance Field Work 





held the an- 
Club, its 
Point, 


Life 
Builders 
Cedar 
Glassbrook of 


Ohio National 
meeting of the 


The 
nual 
organization, at 
last week, with N. E. 
Mich., 
presiding as president. 


agency 


state manager of Michi- 
This was 


Lansing, 
gan, 
the first 
the inauguration of T. W. 
Mr. Appleby 
program, 


meeting of the agents since 


Appleby as 
president. appeared 


twice on the first to welcome 


the agents and next he gave a very 
fini shed and scholarly paper on the sub- 
ject “The Man,” showing the influence 


of man’s personality on civilization. He 





APPLEBY 


T. W. 
Ohtoe 


President National Life 
said that civilization has endeavored to 
develop the individual-man. He showed 


how by studying the lives of great 
nen, it is possible to catch something 
ot their spirit and apply it. He said 
that the influence of men is more last- 


ing than physical features of a country. 
In speaking of the critical times of to- 
day Mr. Appleby said that the world 
needs a man of great vision to guide the 
people in the way of truth. He said 
it is the duty of men today not only to 
hand down a civilization that is unim- 
paired, but improved. 


Progress of the Company 


In speaking of the Ohio National Life 
in his welcome address, Mr. Appleby 
said that the agents had written more 
business in the first eight months of 
this year, than in any other cight months 
period. In commenting on the origi- 
nal organzation of the Ohio National 


Life and its development in later years, 
he said that only two general agents 
have voluntarily left the organization. 
He said that the lapse ratio of the 
company is as small as any company 
of the same size and age The rejec- 
tion ratio, he said, is less than any 


other company that does not write sub- 

andard business. Mr. Appleby de- 
c lared that so far as the Ohio National 
Life is concerned, business is selected 


LARGE WRITERS NAMED ATTORNEYS WILL MEET CONVENTION Is SEEN 


NEW YORK LIFE’S BIG AGENTS 


$200,000 Club Paid for $233,973,903 
Business 


There are 845 members in this year's 
$200,000 club of the New York Life. 
rhe members paid for $233,973,903 in- 


surance, the average per member being 


$277,000. Henry H. Cobb is president 
of this year’s club having paid for 
$2,200,000. This is one of the three 


highest sums in the history of the club. 
He led the world in July paying for 119 
different cases for $699,626 and no group 
insurance. Mr. Cobb is connected with 
the Birmingham, Ala., branch. Many 
of the ‘citizens of Birmingham were 
backing him for the presidency of the 
big club. 

Joe Waterman of New York is the 
first vice-president-at-large, his record 
being $1,227,000. In four years he had 
paid for $4,000,000 of insurance. The 
next vice-president-at-large is William 
D. McGurn of New York City, who paid 
for $1,034,125. This is his third year 
with over $1,000,000 of production in 
each. The next vice-president-at-large 
is Arthur T. Jarvis of Nashville, with 
$1,032,097. The next man is A, L. Lib- 
man of New York City, whose record 
is $998,800. T. T. Gaddy, of the Okla- 
homa branch, comes next with $919,182 


Department Vice-Presidents 


After that come the vice-presidents of 
the departments. Alex Dumas is the 


leading vice-president in the Greater 
New York department with $825,410 
chalked up to his credit. Isidore 
Spiegel, New York City, is vice-presi- 
dent of the eastern department with 
$815,500. M. A. Hannon of Cleveland 
is vice-president of the great middle 
department with $812,500. By the way, 


he is a son-in-law of Edward J. Deibel, 
of Cleveland, who was president of the 
club in 1919. C. A. Allen, of the New 
Hampshire branch, is vice-president of 
the northeastern department with $772,- 
945 to his credit. Charles J. Morris of 
Chicago, is vice-president of the central 
department with $743,000 paid for. S. 


B. Lieberman of Pittsburgh is vice- 
president of the Atlantic department 
with $731,890. B. M. Noland is made 


vice-president of the southern depart- 
ment. He is connected with the Char- 
lotte, N. C., branch. His record last 
year was $654,500. J. P. Mendonca is 
vice-president of the Pacific department, 


being connected with the San Francisco 
office. His record is $566,250 His 
work is largely among high class 
Portuguese and Spanish prospects. 


Frederick C. Moser is made vice-presi- 
dent of the western department. He is 
connected with the Seattle branch, his 
record being $564,909. He writes con- 
siderable business in Honolulu. A. M. 
Wilder of Shreveport, La., is vice- 
president of the Gulf department, his 
record being $559,000. Drennan Rector 
of Oklahoma is vice-president of the 
southwestern department, his record 
being $470,500. Earl M. LaPlant is 
vice-president of the northwestern de- 
partment. He is connected with the 
Wisconsin branch, and was formerly in 
newspaper work in Sturgeon Bay, Wis 
His record last year was $391,167. 





largely when ie agent is selected. “The 
Ohio National Life depends very much 


on the advice of its agents, and by 
getting high grade men, gets high 
grade business. 

Mr. Appleby was given an ovation 


arose to give the address of 
welcome, thus showing the feeling that 
the agency force has for him. 

President Glassbrook of the Builders 
Club in his address advised selecting the 
very best men that it is possible to se- 
cure to sell life insurance. He said that 


when he 
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PROGRAM FOR LEGAL SECTION 


American Life Convention Counsel to 
Hold Their Annual Meeting in 
Milwaukee Sept. 18-19 


rhe Legal Section of the American 
Life Convention, which will hold its 
hiteenth annual meeting in the Wis- 
consin Hotel, Milwaukee, Wis., Sept 
18-19, announced its program for 
the two-day Leaders in the 
legal side of life insurance are on the 
program and the topics to be discussed 
are of vital interest to all company 
men. The program is as follows: 


has 


session. 


Monday, Sept. 18 

Rela- 
\ ice- 
West 
Fran- 


Phases of the 
Francis V. 
and General 
Insurance 


“Some 
tion,” Mr. 
President 
Coast Life 
cisco, Cal 

“Life Policies and 
Thomas J. Tyne, General 
tional Life & Accident 
Nashville, Tenn. 

“Wagering Contracts 


Agency 
Keesling, 
Counsel, 
Co., San 


Riders,” Mr 
Counsel, Na- 


Insurance Co., 


and the In- 


contestable Clause,” Mr. Benjamin F. 
Hegler, Counsel, Great State Life In- 
surance Co., Wichita, Kansas 


Tuesday, Sept. 19 


Life Insurance 
A. Stebbins, Chi- 


“Consolidation of 
Companies,” Mr. L. 
cago, Ill. 

“Some Current Decisions Relating to 


Life Insurance,” Mr. Wm. Ross King, 
Editor, The Legal Bulletin of the 
American Life Convention, Omaha, 
Nebr. 


Address, Mr. William 
litt, Louisville, Ky. 


GUARANTY LIFE MEN MEET 


W. E. Bilheimer, Principal Speaker, 
Urges Short Talk and Sale on 
First Interview 


Marshall Bul- 


DAVENPORT, IA., Sept. 5.—W. E. 
Bilheimer, sales manager of the Frank- 
lin Life, who was the principal speaker 
at the annual convention of 100 state 
and general agents of the Guaranty Life 
at the home last week, asserted 
that 90 percent of all life insurance 
policies are sold on the first interview 
and the average time to sell a policy is 
20 minutes. He charged that no agent 
could talk more than five minutes on 
a policy without repeating himself. Lee 
J. Dougherty, vice-president, presided 
at the meeting and dinners, luncheons 
and an all-day picnic featured the enter 
tainment, 


othce 


Refuses Approval of Disability Clause 
The lowa 
refused to 


insurance department has 

approve the new disability 
clause of the Mutual Life of New York. 
The clause provides a graduated in- 
crease in total disability benefits. It has 
been approved in nearly every state in 
which the company operates. It stipu- 
lates that indemnity of 1 percent a 
month of the face value of the contract 
be paid for five years, and 1% percent a 
month until the tenth year, following 
which the indemnity is increased to 
2 percent. 





Pleased Over Heartman’s Honors 

Des Moines life insurance men are 
greatly pleased over the election of Roy 
Heartman, state manager of the Equita- 
ble to New York, to the vice-presidency 


of the National Association of Life 
Underwriters. It is declared in Des 
Moines that Mr. Heartman will get 


strong backing all through the middle 
west for president of the National Asso- 
ciation next year. The Des Moines 
contingent at the recent Toronto meet 
ing made a strong effort to land the 1923 
convention for their city, and feel con- 
fident that the meeting will be brought 
to Des Moines in 1924. 





AS CONSTANT FACTOR 


Permanent Executive Offices Cen- 
trally Located, Suggested 
by Donaldson 


TO ESTABLISH BUSINESS 


President of Commissioners’ Body Tells 
Members in Annual Convention of 
Benefits from Organization 


Thomas B 


for Pennsylvania 


Donaldson, commissioner 
and president of the 
National Convention of Insurance Com- 
urged, other 


missioners, things, 


a central executive of- 


among 
the formation of 
hee for the convention, to be constantly 
build the 


should 


in operation and insurance 
have, in 
that 


Swamp- 


business to a scale it 


his president's adress before 
annual 


Mass., this 


body's convention at 


scott, week. Agents’ qualifi- 


cation, federation activity, and legisla 
tive aid were some of the other mat- 
ters treated in his address, which read 


as follows 
Not Vet Constant Factor 


“Lhe convention is basically the most 


powerful organization, so far as insur- 
ance is concerned, of any in the entire 
world. It has earned its power; it has 
earned recognition. But it has not, to 
datc, been a constant daily factor. This 
convention, if it were suplied with 
funds, could employ an executive secre- 


tary whose entire time would be de- 
voted to handling problems in the way 
they must be handled with a national 
and international viewpoint. Insurance 
is no more a state line business than the 
Pennsylvania Railroad is a Christmas- 


tree railroad. This convention cannot 
expect its present officers—all of them 
occupied with heavy detai . of their 


respective departments—to handle the 


issues as they should handled. This 
convention needs ample funds and per- 
sonality and a_ regularly maintained 


office situated, for instance, in the mid 
dle of the United States. $25,000 a year 
woyld be the minimum needed for a 


working staff; and perhaps a_ like 
amount for educational propaganda 
The insurance home offices and the 
soliciting field want state supervision, 
but they also want California on a par 
with New York 


Legisiatures Need Ald 


“Our lawmakers, the legislatures, sel 
dom have had opportunity to rely upon 
the correct and unselfish advice of or- 
ganized insurance men Legislatures 
view insurance bills with horror be 
cause of their technicalities. At times 
a marvelous genius, as a rule an at- 


torney, arises to wallop and discredit 
insurance before the public, but a good, 
solid iront, a real and unselfish organ- 
ization of insurance men and women 
—agerts and brokers—will be of in- 
estimable aid to the members of Housc 





or Scnatc desire to vote intelli- 


gently. 


No Excuse fer “Poverty” 


after time in this convention | 
have heard department heads arise and 
plead that their departments had no 
moneys to contribute to the convention, 
or in fact to anything. When I re- 
cently asked 48 states to contribute 
£100 each for the Workmen's Compen- 
sation survey, about 15 departments at 
once answered saying that they hadn't 
a red cent. That's all baby talk! Why 
haven't departments a red cent? For 
the main reason, and department heads 
themselves are to blame, that the great- 
est revenue producers among depart- 


‘Time 
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ments of states, considering the small 
equipment and the tremendous work 
done, represent a business which never 
controlled votes. Why should candi- 
dates, our lawmakers of House and 
Senate, pay any heed to a mythical 
thing, unorganized, known as insurance, 
when they can yelp for “the peepful” 
by rapping on the dor of scores of very 
strong labor organizations which, as a 
matter of fact, individually wouldn’t 
stand a one-two-thre chance in a clean 
political campaign against the organ- 
ized insurance field. I am speaking not 
of partisan politics. I am speaking of 
representative government; government 
by election; government representative 
of the insurance business and every 
other business; with the factors, the 
lawmakers, cognizant of what the ele- 
ments of commerce are; and made 
aware of one unalterable fact! Though 
hundreds of thousands of people in the 
class called “labor” may lay down their 
implements and walk out, yet we live, 
eat and move! If we called a “strike” 
in all the home offices of insurance 
companies operating in America the 
business of America would blow up in 
twenty-four hours. Don’t you think it 
wouldn’t! Did you ever see any class 
or group of strikers cause any real dis- 
turbance at all unless in a span of 
months? When? Where? Did you 
ever see insurance agents, brokers, 
clerks, home office executives go on 
a “strike?” Never! And why? Well, 
they’re gentle folk to begin with, but 
above all they are the chosen service 
people of the world and the rights of 
the other fellow are always before 
them. 


Qualification Procedure Needed 


“Considering that the statutes of all 
of our states are markedly indefinite in 
qualification requirements for appli- 
cants for license, as agents or brokerg. 
it is astonishing to realize that despite 
the tremendous number of individuals 
who invade the business, to remain 
briefly or permanently, the insurance 
business stands alone by reason of its 
cordon of protection for the public. 
No individual may seil insurance in 
America (other than those serving tra- 
ternals or county mutual fire com- 
panies and who know as much about 
the insurance business in its diverse 
channels and magnitude as a _ pullet 
knows about calculus) unless he or she 
is authorized to do so by the insur- 
ance departments of his state, and by 
virtue of a license or certificate of au- 
thority which, as a rule, bears the seal 
of state. It is more than astounding to 
me to see the seal of state given to in- 
dividuals who have fifty cents or a dol- 
lar as their sole qualification to sell in- 
surance. The layman, when he sees a 
state seal on a license, very naturally 
considers that the possessor of it is an 
individual who, by mental attainment 
and business reputation, is worthy of it. 
It may be, and often is, quite a dis- 
astrous thing for any insurance de- 
partment to heedlessly issue licenses. 

Urges Federation Organizations 


“You possibly have organizations of 
insurance men in your state, segregated 
into life or casualty or fire underwriters. 
They are fine things, but usually sleep- 
ing. Haven't you a general orgzniza- 
tion, the membership of which is open 
to the buyers of insurance, the agent, 
the broker, the office clerk, the home 
office officials and employes; an organ- 
ization destined to combine all factors 
in recognition of the magnitude of in- 
surance, the needs of the public and the 
needs of the companies and the needs 
of the sellers of insurance’ We have 
such in Pennsylvania—known as the 
Insurance Federation! I started out to 
“rogt” for that organization and I have 
traveled with its officers in the ma- 
jority of counties of my state and iny 
department has been “rooting” for it 
and intends to “root” for it until it 
embraces within its ranks, as a national 
and international organization, various 
chapters comprised of the existing or 
to be created representatives of every 
line of insurance. 














Some of the Plans that Have Been Adopted by the Life 
Insurance Companies 


PENSION SYSTEMS AT HOME OFFICES | 
| 








OME of the life companies that 

have no systematic pension plan 

for salaried employes have been 
studying the subject to see if some sat- 
isfactory scheme could be worked out 
that would be just. Some companies 
find that it is preferable to pension an 
employe who reaches a certain age if 
he has been in continuous employment 
of the office for a certain length of time. 
Company officials say that they find 
that the employes after age 65, or 70 
begin to slow down and are not as alert 
as those younger in years. They say, 
therefore, that it is more economical to 
pension old reliable employes than it 
is to keep them on the roll and expect 
them to render the same service that 
they did in the past. 

THE NATIONAL UNDERWRITER queried 
some of the leading companies to ascer- 
tain whether they had pension systems 
and if so what they were. Some of the 
replies are as follows: 

a i | 


Metropolitan Life—The company has 
no fixed system of pensioning employes. 
It has, however, for many years paid a 
pension or bonus allowance to employes 
who have through age or other valid 
reasons been retired from the service. 
There is no hard and fast rule, govern- 
ing this socalled pension, but each case 
is determined on its merits. Under the 
New York law provision for paying 
allowances is made by the directors a 
year in advance. The only fixed allow- 
ance is in the case of an agent who is 
retired. He received an allowance of 
50 cents per week for his term of serv- 
ice, the minimum being $250 a year. If 
an agent were retired after 10 years 
service his allowance at the rate of 50 
cents per week would amount to $250 a 
year. 

2 + * 

New England Mutual Life—The Mas- 
sachusetts statutes prescribe a plan for 
pension, but the New England Mutual 
believes that the limitations and its un- 
workable conditions make it almost im- 
practical to comply with the details. 
Therefore, it has no plan for pensioning 
persons in its service. The Massa- 
chusetts statute regarding the question 
is as follows: 

Any domestic company, when author- 
ized so to do by a vote in each case of 
not less than two-thirds of the whole 
number of its directors, recorded in the 
minutes of the board, may grant a pension 
to any employe who has been continu- 
ously in the service of the company for 
ten years and who has become incapaci- 
tated for further service by reason of 
physical or mental disability resulting 
from sickness or injury, and may grant 
a pension to any employe retiring by rea- 
son of the infirmities of age who has 
been continuously in the service of the 
company for not less than fifteen years. 
No such pension shall exceed one-half the 
former yearly salary or wages of the em- 
ploye, nor shall it exceed $1,000 in any 
one year, and any such pension shall be 
discontinued when any such pensioner 
substantially recovers his earning ca- 
pacity. 

* . 

Phoenix Mutual—It has the Phoenix 
Mutual Benefit Association. Each mem- 
ber shall deposit 1 percent of his salary, 
but in no case to exceed $40 a year. 
Any member who has had 40 years of 
continuous membership in the associa- 
tion, or who has had 20 years of con- 
tinuous tnembership and has reached 65 
years of age may retire and take ad- 
vantage of the annuity. The company 
expects each male member to retire at 
7 and each female member at 65. The 
Benefit Association promises an annuity 
as follows: “For each member whose 
salary at time of retirement does not 
exceed $4,000 the annuity shall equal an 
annual payment of 2 percent of the 
salary at retirement for each year of the 
first 25 years of uninterrupted member- 
ship and an additional 1 percent of the 





salary for each year of such member- 
ship in excess of 25 years. This would 
mean 20 percent of salary for 10 years 
membership, 50 percent for 25 years 
membership, 65 percent for 40 years 
membership, 75 percent for 50 years 
membership.” For each member whose 
salary at time of retirement equals or 
exceeds $4,000 the annuity shall equal 
an annual payment in the amount pro- 
vided for under a $4,000 salary. The 
association provides death benefits, total 
disability benefits and sick benefits. 
+ a * 


Northwestern Mutual—It has a pen- 
sion system for disabled and superan- 
nuated employes and officials. Every 
official or employe who shall attain the 
age of 65 or 55 if female, may at his or 
her own request or in the discretion of 
the company, be retired. At the age of 
70 for male or 60 for female, such retire- 
ment is compulsory except as to elected 
officers. Retirement on account of dis- 
ability is at the discretion of the com- 
pany subject to a physical examination. 
Employes retiring on account of age 
who have been in the service at least 15 
years or those retired for disability who 
have been in the service 10 years are 
eligible to the pension benefits. The 
benefit is a pension of 1 percent of the 
highest amount of annual salary paid 
within the preceeding 10 years multi- 
plied into the number of years service 
This pension may not be less than $40¢ 
or more than $4,000 per annum. 

* . . 


Mutual Benefit Life—It has a plan 
for retirement and disability allowances 
and death benefits for the home office 
staff. Male clerks are retired when at- 
taining the age of 70 or may voluntarily 
retire on attaining the age of 65 years. 
Female clerks are retired on attaining 
the age of 65 or may voluntarily retire 
at age 60. On retirement a clerk shall 
receive yearly in monthly installments 
a sum equal to 2 percent of the average 
salary for the 10 years immediately prior 
thereto, multiplied by the number of 
completed years of service with the 
company, but in no case shall one re- 
ceive a larger sum than two-thirds of 
such average salary or $2,000, which 
ever may be the smaller. In case of 
disability arising from sickness or acci- 
dent during active service, regular 
allowances are provided, being graded 
according to the years in service. IT 
disability occurs after the tenth year of 
service, the whole salary shall be paid 
for the first three months, two-thirds 
for the next six, one-third for the next 
12 and thereafter a clerk shall receive 
yearly in monthly installments during 
disability 2 percent of the average 
salary for the 10 years immediately prior 
to the time of disablement multiplied 
by the number of years of service, but 
in no case after 21 months from the time 
of disablement shall one receive a larger 
sum than one-third of his salary at time 
of disablement. 

Death benefits paid within the first 
year of service amount to $500; second 
year $1,000; third year, $1,500; fourth or 
subsequent years $2,000. 

+ * * 


Connecticut Mutual— Every male 
clerk shall have the privilege of retiring 
at age 65 and female at age 60. Com- 
pulsory retirement is fixed at age 70 for 
males and 65 for females. After retire- 
ment each shall receive annually a sum 
computed upon the following basis: For 
each completed year of continuous serv- 
ice up to and including 20 years, 1% 
percent of the average annual salary 
for the 10 years immediately prior to 
such retirement and for each completed 
year over 20 years 1 percent of the 
annual salary. In case of disability from 
sickness or accident, regular allowances 
are given, full salary for one month 





during the first year of service and one- 
half salary for one month. For 21 years 
of service and after six months full 
salary is allowed and six months half 
salary. The company also pays a death 
benefit, the sum equal to a full year’s 
salary at the rate in force at the time of 
retirement or death plus such retirement 
or disability allowances paid during the 
period. 
* . * 

New York Life—Its plan covers all 
salaried employes. It pays a death 
benefit based as follows: If death oc- 
curs within the first year of service, one 
month’s salary; second year, two 
months’ salary; third year, three 
months’ salary and so on and if death 
occurs after the 11th year, one year’s 
salary. If the salary of an employe is 
more than $2,400 a year the calculation 
of the sum payable shall be on the basis 
of an annual salary of $2,400. Any 
salaried employe who for 30 years or 
more has been in the service continu- 
ously and who is 65 years or more of 
age, may be placed upon the retired 
list. His retirement fund is fixed by 
the office committee, but it shall not ex- 
ceed three-fourths of the average annual 
salary for the five years of service, im- 
mediately preceeding date of retirement, 
but in no case shall it exceed $5,000. 
On certificate of a medical director that 
an employee who has served less than 
30 years or is under 65 years of age has 
become’ incapacitated, such employe, 
may be, by recommendation of the of- 
fice committee and approval of the 
board, be transferred to the reserve 
force. The office committee also has 
charge of sickness or accident benefits 
to be paid. 

* * . 

Equitable of New York—Eligibility 
for reserve force includes employes who 
have attained the age of 65 years after 
satisfactory service over a continuous 
period, employes who are permanently 
disabled and have been continuously in 
the service for at least 10 years, em- 
ployes who have been continuously in 
the service for at least 25 years. Pay- 
ments at the rate of 2 per cent annually 
of the aggregate salary which the em- 
ploye has received while in continuous 
service, such payments however, not to 
exceed $3600 a year or less than $600 a 
year in case where provided. Group life 
insurance is carried which covers all 
regular employes the amount of insur- 
ance being the equivalent of one year’s 
salary but not to exceed $5,000. Pro- 
vision has been made for continuation 
of salary to employes temporarily in- 
capacitated by illness or accident, the 
period during which the salary is con- 
tinued and the rates being based upon 
lenzth of service. 


Companies are Handicapped 


Life companies in some states un- 
doubtedly are handicapped by the laws. 
Many company officials believe that the 
insurance laws work a hardship on in- 
surance employes in the matter of pen- 
sions by forbidding pensions except as 
they are voted from year to year and 
excluding officers from all pensions. 
That is particularly true with New York 
companies where the law is somewhat 
rigid and a company is restricted in de- 
vising any pension scheme. There 
would seem to be a big field for a life 
company to work out some pension 
thrift plan in the form of a life insur- 
ance contract that can be bought either 
singly or collectively to cover either an 
individual or group. No practical work- 
ing plan, however, has been con- 
structed. It is something for the actu- 
aries to delve into as it would seem that 
a big opportunity is at hand. 


Life Notes 


Benjamin Jacobson, general agent for 
the Minnesota Mutual at Detroit has a 
remarkable Honor Roll record. in that he 
has appeared on the Honor Roll of the 
company for 38 consecutive months. 


Dr. F. W. Sawyer, assistant medical 
director of the Pacific Mutual Life, left 
Los Angeles last week for the Fast on 
an extended vacation trip. Dr. Sawyer 
will be absent about a month, spending 
the greater part of the time in Maine, 
his old home state. 
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CLOSES AGENCY MEET 


SECURITY CONVENTION ENDS 


Chicago Company Had Two-Day Ses- 
sion at Home Office Last Week to 
Discuss Business Problems 





The closing session of the eleventh 
annual convention of the $100,000 club 
of the Security Life of Chicago, held at 
the home office last week, was devoted 
to numerous talks on various phases 
of the approach The first day was 
devoted to the subject of conservation 
of business and business insurance, but 
the second and last day was given over 


to discussions on prospecting, selling to | 


satisfy needs and meeting objections. 
The session was closed with a rapid- 
fire series of answers to common ob- 
jections, 20 questions being called and 
certain club members immediately re- 
sponding with their “best answers.” 
Evan Pugh, new president of the club, 
presided at the entire session and vice- 
president S. W. Goss of the Security 
Life made the company announce- 
ments, 
“Prospecting” Discussed 


The subject of “Prospecting” was dis- 
cussed under the leadership of A. P. 
Thomas of Owensboro, Ky., A. W. La- 
mar, lilinois, took the sub-topic, “Sur- 
vey of the Field” and A. Bigelman, De- 
troit, took “Sources of Prospects.” 
“Prospecting Methods—Concrete Illus- 
trations,” was discussed by L. O. Rust, 
Kentucky, and “How I Find Prospects” 
was taken jointly by W. E. Bow!lds, 
Kentucky, and J. D. Ward, Pine Bluff, 
Ark. Individual best methods of find- 
ing prospects were then given mn one 
minute talks by other club members in 
open discussion. “Life Insurance to 
Satisfy Human Needs” was the second 
general subject taken up and was lead 
by J]. F. Bennett. The sub-topics un- 
der this were: “Importance to the 
Salesman of Approaching His Work 
from This Viewpoint,” George A. Mon- 
roe, Pekin, Ill: “Human Needs that 
Life Insurance Satisfies,” A. J. Scull. 
Stuttgart, Ark.: “Illustrations of Sell- 
ing Plans to Supply Specific Needs,” 
H. A. Herron, Shelbyville, Ill. A par- 
ticularly interesting talk was given at 
this time by P. D. Vandeveer of Peoria, 
Ill, who wanted to object to one of the 
usual answers given to a common ob- 
jection as well as emphasize a common 
need to be filled This is the matter 
of personal responsibility. Mr. Van- 
deveer said that the prospect should 
not be approached with the suggestion 
that he buy to remove responsibility 
from his widow or children, but that he 
be sold on the basis of adding to their 
responsibility. He said that respon- 
sibility is the most prized asset of a 
man and this must not be slighted, but 
emphasized in the approach. 

“Meeting Objections” 


The closing discussion on “Meeting 
Objections” was lead by W. J. Holpa, 
last vear’s club president, the discussion 
being divided as folows: “Causes of 
Objections,” C. E. Haley, Ohio: “*¢ Ibjec- 
tions That Are Merely Excuses and 
How to Meet Them,” P. D. Vande- 
veer, Peoria, Ill.; “Methods = of 
Meeting Objections,” Wm. Hor- 
des. The list of 20 specific objections was 
then distributed and one minute 
answers given in rapid succession. The 
afternoon was given over to entertain- 
ment, the dinner and theater party im 
the evening closing the convention. 





E. 8S. Albritton of the firm of Weems- 
Albritton § at Dallas, Texas, general 
agents at that point for the Minnesota 
Mutual, is still leading the entire field 
for personal production. Mr. Albritton 
has averaged more than $100,000 of per- 
sonal business per month since entering 
the Weems-Albritton Agency, and insists 
that in addition to taking care of his 
agency work, he will end up the year 
with more than $1,000,000 of personal 
business. 
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When? Never! 


“When will The Lincoln Life 


let up in its drive for business” 
“Never” is our reply. 


When ambition wanes decay 
begins. When aggressive push 
for business slackens the sinews 
of strength become flabby. 
When service ideals are low- 
ered the heart of the organiza- 
tion is weakened. 


The pride of The Lincoln Life 
is in its high service standards. 
It will maintain them by con- 
tinuing to write all the good 
business it can get. 


You are assured that the supe- 
rior service of The Lincoln Life 
will carry on in the quick issu- 
ance of policies, attention to 
policyholders, and the prompt 
payment of claims, when you 





<=. —- 


Qink uP (wi Tue ( )LINCOLNY 


The 
Lincoln National Life 


Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $220,000,000 in Force 














sm" 














LIFE INSURANCE EDITION 


September 7, 1922 




















N the Olympian days the news of 
the world was difficult to get. 
Newspapers were not in vogue and 

gossipers had a hard time of it. Al- 
though they had a fine site for a broad- 
casting station on top of Mount Olym- 
pus and satisfactorily controlled the 
lightning so that arrestors were not 
necessary, they hadn’t figured out the 
value of the radio. What they did do, 
however, was to make a crack in Olym- 
pus so that Vulcan could shoot his 
vapor forth. Then they got their 
hands on an old hag, glossed her over, 
called her a prophetess and sat her 
near this fissure. Her job was to look 
into the deep hole and get the answer 
to all questions put to her. She 
guessed right so often they believed 
she was inspired. Many times they 
bribed her to find out what the 
future held in store. All this has been 
done away with. Modern people, think- 
ing of the future think, also, of life in- 
surance. It is the one, bright, reas- 
suring comfort. 


The Prudential 


Insurance Company of America 
ane! Incorporated under the laws of the State of New Jersey 
aes EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 
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Insurance Company 


OF IOWA 


Results of 1921 
Imsurance in force .................-. . $286,934,616.49 
Admitted Assets.................. ... $ 39,234,839.04 
Ratio of Actual to Expected Mortality........ . 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











‘HOW NEBRASKA FIELD 
MEN KEEP UP VOLUME 


ceciliohese 

| Personal Producers Give Sales 

| Methods for Meeting Present 
Day Conditions 


|KEEP UP THEIR AVERAGE 


| 

| Men Out on Firing Line Tell of Work- 
| ing Plans That They Have Used 
With Success 

| 
| 


LINCOLN, NEB., 
these times of readjustment, when the 
insurance business has been slowed up 


Sept. 5.—In 


along with other lines of commerce 
and industry, it is necessary for the 
live wires among the agents to do 
some tall thinking and careful planning 
in order to write the usual amount of 
business. That there is no good reason 
why the average cannot be maintained 
and even bettered is the claim put for- 
ward by some of the large-volume men 
of the Lincoln companies, and they have 
some good arguments to present in 
support of their thesis. 

In the last analysis it is the man on 
the battle line who determines the issue 
of the constant conflict to increase writ- 
ings each year. Getting the viewpoint 
of the agents, the active salesmen, opens 
a new field of inquiry, and one that re- 
veals some very interesting facts from 
which all underwriters may gain in- 
spiration and information. 








Has Arguments on Cards 


{ 

| Above the desk of Ray Davis of the 
| agency force of the Security Mutual is 
|a big black sign containing the figures 
| “44,” This number represents the 
number of persons Mr. Davis has 
pledged himself to see during each and 
every week. He believes that the way 
to get insurance is to use intensive 
efforts, which means to drive one’s self 
to see a certain number of prospects 
every day. 

Mr. Davis believes in thorough prepa- 
ration before endeavoring to sell a 
man insurance. He makes it a rule to 
brief his arguments before he sits down 
to present them. These he has had 
written out on cards so that it is un- 
necessary to waste time figuring out 
in the presence of the prospect just 
what he may expect in the way of re- 
turns from each of the various kind 
of policies offered. He has them down 
in black and white, spreads them out 
before his man and lets the latter de- 
cide, offering his advice only when it 
is evident he desires it. He has found 
this method to be a great time-saver for 
himself and his prospects, and enables 
him to cover all of his ground as laid 
out. 


Uses Telephone Freely 





Mr. Davis believes in using the tele- 
| phone freely. Before he starts out of a 
morning he has had his entire day dated 
|}up with half hours set aside for each 
}man on his list. The three things he 
most emphasizes are protection to the 
family, disability protection and old 
age benefits. These form the basis for 
arguments readily driven home to the 
prospect, who is_ rarely learned in 
policy values and results. 

While the $5,000 and $10,000 policies 
|are always welcome additions to the list 
of sales. Mr. Davis thinks that too 
|many agents keep to a beaten path, 
around and around in business and pro- 
fessional circles. He breaks into these 
{now and then, but he believes that 


|there are a great many $1,000, $2,000 
and $3,000 policies to be picked outside 
of these, and has proved it to his satis- 
| faction. 

Two recent experiences stand out in 











Mr. Davis’ recollection. One of his 
prospects proved to be a lame man, 
who explained that he carried no in- 
surance for the reason that as soon as 
he told an agent that he was afflicted 
with tuberculosis from his youth the 
agent politely and promptly bowed 
himself out. Mr. Davis, when he 
learned the man was 42 years old, de- 
clared his belief that he did not have 
tuberculosis, had him examined, and 
was informed that all traces of it had 
long since disappeared. He wrote a 
good-sized policy, and the man was 
glad to get what he had long desired. 

The other case was that of a very 
busy commission man, who had been 
compelled to break a dozen or more 
engagements with Mr. Davis because 
he could not stop his work. Driven 
into a corner, Mr. Davis asked him to 
give him just four minutes of his time. 
The business man courteously said he 
could not refuse so reasonable a re- 
quest. Mr. Davis was present on the 
dot, presented his case, and in nine 
minutes had the application signed and 
in his possession. 

Old Policies Mature; Sells New Ones 


W. W.. Day, = superintendent of 
agents for the Bankers Life, who is one 
of the company’s big producers, said 
that at the present time he was devot- 
ing most of his attention to the fami- 
lies of men whose policies are matur- 
ing. The settlements made are so 
satisfactory that he has found it little 
trouble to sell his man another policy 
as well as to do the same with other 
members of the family. 

He has been making it a practice, 
about a week before settlement day, to 
call on the policyholder, advise him of 
the amount he will get and suggest that 
he take the cash, put it out at interest 
and use the return to carry a new 
policy, usually a ten-payment life. He 
finds this produces much more business 
than by waiting until after the man 
has taken his check and possibly made 
other plans for its use. By taking the 
application in advance and_ securing 
payment for the first premium by an 
order on the company to deduct the 
amount from the settlement, the busi- 
ness can be cleaned up quickly. 

Mr. Day believes that hard times 
give an agent an excellent opportunity 
to drive home the protection argument 
behind life insurance. He emphasizes 
to prospects that when a man is hard- 
est up is when he needs insurance 
most, that he ought to take out enough 
to cover his obligations so that if he 
dies these can be cleaned up by his 
policy, while if he lives he can do this 
himself and still have his protection. 

Stresses 20-Pay Policies 


Twenty-payment life policies are the 

ones Mr. Day sells the most of, because 
he believes these are in the best inter- 
est of the policyholders. He is scorn- 
ful of the agent who sticks to ordinary 
life because of the easier bit of money 
in it for himself. He thinks the agent 
who pushes ordinary life is an ordinary 
life agent himself. He believes that 
men ought to clean up on their life in- 
surance premiums during their most 
productive years, which period usually 
ends at 65. For men of 50 and 55 he 
urges ten-payment life policies. If a 
man is successful he won’t miss the 
premium payments, and if he isn’t suc- 
cessful he has in his paid-up policy a 
reserve that is fairly certain to come 
in handy and to banish all perplexities 
of support in old age. 
Formerly life agents,” said Mr 
Day, “sold their policies largely on the 
basis of protection. Experience has 
proved that there are three good argu- 
ments at the command of every agent 
who knows his business. One is pro- 
tection: the second is how much the 
buyer is getting for his dollar when he 
buys limited payment life, and the third 
is that it gives him a bank account upon 
which to draw when he can’t borrow a 
dollar anywhere else. 

“IT study my prospect in advance, 
and find out how much he is carrying 
and his ability to pay for more. This 
enables me to sell three times out ot 
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four, and that in about fifteen min-| 
utes. I usually ask a man if he has 
bought his lite insurance yet. He 
usually tells me what he carries and | 


he had been hoping to add to it. 
| suggest that the reason-why he hasn't 
taken it is that he has felt he could not 


tha 
that 





spare the extra premium, and he usually | 


admits that there hasn’t been a year 
hat he could not have paid it. After 
that it is usually a matter of driving 
home familiar arguments, and illustra- 
tions based on petty losses, such as a 
$200 horse or the like.” 

Mr. Day had the unusual experience 


of writing a $5,000 policy recently for | 


a 55-year-old banker, the first the man 
had ever carried. He had had six 
brothers and sisters and a mother die 
of consumption early in life, and this 
life history barred him before. The 
Bankers’ Life medical head pointed out 
this barrier, but passed the man when 
he found that he had reached 55, 
weghed 190 and stood six feet tall, 
with an excellent health record of his 
wn 

' Arguments to Wage Workers 

E. E. Bennett of the agency staff of 
the Midwest said that in his arguments 
to wage workers he was stressing the 
fact that in these days of industrial 
unrest and unemployment the necessity 
is greater than ever for protection to 
those whom death would leave behind. 
He is urging that at least enough in- 
surance should be carried to pay the 
doctor and the undertaker, so that the 
day after the funeral the family would 
be no worse off. If nothing is left the 
wife is forced immediately to take up 
employment for which she is un- 
trained, which means low pay and a 
long hard struggle to pay the bills that 
were her lone legacy. He finds this an 
effective argument. 

With the men of moderate income he 
has found that the argument that has 
most weight is an appeal to the head ot 
the family to take a moderate-sized 
policy, so that if he is called his wite 
may be able to carry out the plans they 
have made for the education of their 
children. The proceeds of the policy, 
together with the earnings of members 
of the family should put two or three 
children through school and give them 
a solid foundation for the future. With- 
out such a policy that is an impossi- 
bility. It is the one protection that he 
can pay for. 

Rich Men 

Mr. Bennett is telling rich men that 
they need insurance protection more 
than ever before, in this era of big in- 
come taxes. Men of this class have 
very few liquid assets, and to meet 
pressing claims such as imcome tax 
ruinous sacrifices are necessary. A 
man worth $100,000 or $200,000 should 

ive a policy of at least $25,000 to pro- 
tect his estate With that sum avail- 
le his wife can avoid sacrifices other- 
wise impossible to escape. 

\ personal friend of Mr 
rated at $500,000, who was 
life insurance had his estate re- 
duced to less than $50,000, because 
there was nothing to pay off incum- 
brances and to pay bank stock assess- 


Need Protection 


al) 


Bennett, 
unable to 


carry 


ents that came with panicky cond- 

tions. Had he carried $00,000 his 
wife could have husbanded every dol- 
lar of his large estate. 


His experience is that ordinary life 

licies sell best in this section be- 

use they more nearly meet require- 

nts Many 20-payment contracts | 
re sold. It is easy to explain that any | 
ther form than ordinary life is but a 

vilege to pay all he will be ever | 


‘led upon in a stipulated number of 

Most prospects have 
ttle expert knowledge of insurance, 
nd he finds it always safe to start with 
e ordinary life and from this, if neces- 
ry, to lead up to the special sort in 
e mind of the man interviewed. 


nstallments. 








District Manager James A. Fetterly of 
e Great Northern Life and Central 
siness Men’s Association, who recently 
derwent a serious operation at Colum- 
Milwaukee, has 


Hospital in 
recovered and has resumed his 


} 


com- 
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Just Coming From the Press— 





“Many agents have thought that 
this whole subject was too intri- 
cate for the average solicitor and 
that, under any circumstances, 
business could be done only with 
the very rich. 


This is an unprofitable and fool. 
ish attitude. Many owners of 
small and moderate sized estates 
have needs which are just as in- 
sistent as the very wealthy.” — 
Franklin W. Ganse, Vice-Presi- 
dent of the National Life Under- 
writers Association and a Fore- 
most Expert on Inheritance Taxa- 
tion and Life Insurance. 











RE you getting your share of commissions for 


selling life insurance to protect estates against 
inheritance tax and estate tax impairment? 
Whether you are now or not, we have a book worth 
your careful consideration. If you have felt that it is 
first necessary to become an expert with a knowledge 


of all the laws of the federal and state 


Life Insurance and 
Inheritance 


Taxation 


By ABNER THORP and WILLIAM HILLEARY 


of the Diamond Life Bulletins 


A Handbook on Inheritance Taxation for Life Insurance Solicitors 


Tables Revised to July 1, 1922 


For Sale By 


THE NATIONAL UNDERWRITER CO. 


420 East Fourts Street 
CINCINNATI, OHIO 
country. In this chapter you will find suggestions and 


selling arguments which should gain an interview 
with every prospect and result in obtaining many appli- 


cations. 


Men having large estates will usually be found to be 
keen and intelligent business men and it is well for an 





governments, you will find our book on 
Life Insurance and Inheritance Taxation 
of particularly great value to you. 

If you are familiar with selling life in- 
surance estates, 
will now have the opportunity to get for 


the first time in printed form, all of the 


for protection of you 
Sales 
Approach 
Presentation 
essential facts you need in a single book a 
ri me losing 
of 125 pages. 


If you have not heretofore considered 


rABLE OF CONTENTS 


CHAPTER I 
A Host of Prospects 


Depreciation of Estates at Death 
Methods 


Answering Objections 


CHAPTER I 


agent who is to sell them to have a gen- 


eral knowledge and 


inheritance taxation. 


understanding of 
The second chap- 
ter therefore is devoted to a discussion 


and explanation of the principles in- 
volved. 
You will find the federal estate tax 


law with tables of rates and illustrative 
problems, together with regulations un- 
der the law, so far as they are necessary 
to enable ' 


anyone to estimate the tax 
selling inheritance tax insurance, then omremee Beguess Estate and in the third chapter. 
this book will be indeed a revelation to | States Having Estate Tax The detailed tal ‘ 
you. It is an expensive error to believe poy Discussior Fach Such 1¢ detailed tables of the inheritance 


that you must be an “expert” before you 
are ready to approach prospects on this Classifications 
All that an 


general familiarity with the federal es- 


subject. agent needs is a shin 


Nature of the Inheritance 
(Residence, Transfer, Relation 
Amount of Property) 


Tendency of the 


tax rate for each state that has an in- 
heritance tax law submitted 
to the inheritance tax officials of the re- 
spective states 


Tax 


have been 


and have been returned 


Courts 
as accurate and complete. 


The informa- 


tate tax laws and the inheritance tax 

laws of his own state; the possession of CHAPTER Hi tton Ras been collected to July 1, 1922, 
some effective chart, diagram or illustra- | United States Tax Law and is therefore up-to-date as well as 
tion which will readily secure attention CHAPTER IV eermereneagsd An example illustrating 
and then a list of carefully selected pros- Rates and Sample Problem for a Rt age = Ge un ont nieve 
pects. Even the $100,000 estates offer Each State of the Union an estate of a resident decedent for each 
splendid opportunities for the selling of ; state 1s given in this chapter. One share 
inheritance tax insurance; in fact these CHAPTER V is distributed in these examples to a 
estates need inheritance tax insurance just Tables and Examples Relating member of every class of beneficiary set 


as vitally as the million dollar estates, and 
the field is much wider. 


Reversions 





to Annuities, 
and 


Life Estates, 








The Internal Revenue Department has 
given out figures which will stir your imagination and 
the fact that thousands of 
dollars of commissions are lying all about you. In 1919 
there were 438,851 persons in this country with average 
annual incomes of $7,900; 162,485 persons with an aver- 


open your eyes to many 


age income of $12,500—a total of 601,336 prospects, prac- 
tically every one of whom really needs inheritance tax 


life insurance, to furnish necessary cash at death. 


How about your own community? The prospects 
are there. Are you selling them inheritance tax insur- 
ance? If not, you may be sure that some other agent 
will sell them. 

Why not equip yourself now to take care of your 
own clients and the prospects in your community by 
sending for our complete manual, Life Insurance and 
Inheritance Taxation? 

LIFE INSURANCE AND INHERITANCE TAXA- 


e in the first chapter with a dis- 
for 


TION leads off at on 
the 
life insurance to cover inheritance taxes. 


cussion of opportunities and methods selling 


This chapter 
was prepared by Abner Thorp, editor of the Diamond 
Life Bulletins, and contains the selling suggestions of 
best inheritance tax-insurance specialists of the 


the 


vende csc out in the inheritance tax law of the 
particular state to which the example 
applies. These examples illustrate the 
application of the rates given in a table in such a sim- 


ple and concrete way that you should be able to solve 
any of the ordinary problems which you will be called 


upon to meet in soliciting life insurance in this field 


rhe fifth and last chapter gives the tables for finding 
the values of annuities and life estates. also reversions 
and remainders. You will also find here examples given 


to illustrate the use of the tables in solving problems. 
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Please send me .-cop....of your book on Life 


Insurance and Inheritance Taxation at $1.50 a copy 
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they fit a definite need. A policyholder in 
his scheme of protection must look beyond 
the obligation upon him to take care of 
his dependents. He himself must be pro- 
tected in old age, assuring him of a defi- 
nite at time of life when the 
shadows are long. Many agents today in 
planning for their clients suggest endow- 
from ages 55 to 75 for 


income a 


ments that mature 
example. 


The circular of the Joun Hancock 


involved in the life insurance proposition. 
Nothing can give greater satisfaction to 
any person than the maturing of life in- 

If can 
amounts year after 


surance endowments. these be 


tlanned to mature in 


year (or every two or three years) begin- | 


ning at the period of ‘advancing years,’ 
the insured will not only have this satis- 
faction frequently repeated, but will pro- 


Sincerity of the Salesman 


Tue one big feature in life insurance 
soliciting and the conservation of busi- 
ness that counts for more than anything 
else, is the sincerity of the agent and his 
conscientious endeavor to serve his as- 
When 


those 


sured to the utmost of his ability. 
an agent gets the confidence of 
with whom he is associated, he has ac- 
quired a big asset. When the people of 
his community trust him and feel that 
them and 
business 


honestly con- 


will 


serving 
his 


Is 


he 
scientiously, be well 
sold. 

There are many glib and oily tongued 
agents that can make a whirlwind can- 
selling a cer- 
However, the 
They become 
They 


vass and may succeed 

tain amount of business. 
people are not sold right. 
doubtful of what was told them. 


vide himself with a steady income which 
will make assurance doubly sure.” 
question the policy they have bought. 


The man in the community 
agination or as eloquent in his tongue. 
Even if his speech is halting, he pos- 
something far more 
and that is a personality that gets con- 
fidence. A policy that is sold right, 
that is fitted to the case, 
The 


sesses 


usually 
conscientious endeavors to 
have his policyholders thoroughly un- 
derstand their contracts. If the policy- 
holder realizes that the agent has given 
him the best there is, has given him the 
same price that other men pay, he will 
undoubtedly consult him if any doubt 
arises in his mind as to the character of 


agent 


the insurance he has bought or its suitabil- 


ity to his needs. 


No Easy Times Ahead 


A VETERAN life insurance field man said 
last week in discussing the prospects for 
the rest of this year: “There is going to be 
plenty of business written during the rest 
of this year, but it going to take 
mighty hard work to get it. Many of us 
have felt in a vague, uncertain sort of way 
that prosperous times were coming this 
fall. We had the idea that there was 
and, 


1S 


going to be a big business revival, 


easy times for the life 
insurance man. Now I can see that busi- 
ness is going to come back slowly. Things 
are going to pick up gradually, but there 


accompanying it, 


whom they | | hos tamil 
, ea its business family. 
trust may not be as sprightly in his im- | i. . “hy , 

| in 
he 


| in 


impressive | 
women 


sticks. | 


ithat Mr. Seay 


is not going to be any grand rush. Life | 


insurance men are going 
year. The picking is not going to be easy. 
There are plenty of prospects that have 
the money and will buy, but they will have 


to be worked on.” 


to work for | 


everything they get during the rest of this | nominee pull out of the race and the 











their families, Mrs. T. Ww. 
of the president of the 
characterized as the “big 
Ohio National Life. 

In this connection it is a remarkable 
tribute to Mrs. Appleby to know 
the agents of the company are greatly 
attached to her. She knows them all by 
name and is personally acquainted with 
most of them. She keeps in close touch 
with their activities and those of their 
families. At the annual meeting of the 
agents she is as much in evidence as her 
husband. She looks after the welfare 
of the ladies of the convention. During 
the year she makes daily inquiry of Mr. 
Appleby as to the progress that this man 
or that is making. The Ohio National 
Life includes the wives of the agents in 

President Appleby 
the agents said that 
the work of the women 
the home as just as important 
men in the field. He stated that the 
are intensely interested in the 
progress that their husbands are mak- 
ing in life insurance work. This family 
spirit has done much to cement the ties 
that bind the agents of this company 
together. 


Appleby, wife 
company, Was 
sister” of the 


his talk before 


regarded 


the 


Harry L. Seay, president of the South- 
land Life of Dallas, Tex., will probably 
be asked to make the race for United 
States senator, as an independent can- 
didate. Mr. Seay a Democrat, but 
like thousands of others in Texas, is 
said to believe the present Democratic 
party in the state has strayed from the 
paths of its fathers. While Mr. Seay is 
silent about the matter, it is known that 


is 


large number of Democrats who op- 
posed Earle B. Mayfield in the recent 
primary met in Dallas this week and 


planned to put out an independent can- 
didate in the November election, and 
was the choice of those 
Democrats. 

It is further known that the Republi- 
can party in Texas is ready to have its 


itself endorse Mr. Seay for sena- 


party 
tor. It is probably that next week when 
the Republican executive committee 


meets Mr. Seay will be endorsed as can- 


that | 


| fice 


as | 
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NEW YORK OFFICE, 80 Maiden Lane, New York; Telephone John 1032 | respond to the true spirit of American-| One of the recent leaders of the 
GEORGE A. WATSON, Eastern Vice-President }ism and to rise as a man against the | “Fifty Foremost Producers” of the 
— = _ —_____. |] | danger of economic unrest. | Penn Mutual is William W. Rice, of 
| Subscription Price, $3.00 a year: ieteeia “$400 a year. ‘Sade copies “15 cents” In the Charles “Gazette” N av- | 4 tice C any ich is 2 
| e Charleston “Gazette” Mr. Dav- | W. W. Rice Company, which is asso- 
1 binat P A ° A . . : > ? : 
i ination with the National Underwriter (Fire and Casualty) $5.50 a year; Conte 950 ___|} |tdson speaks of his year in Charleston, | ciated with the W. A. Alexander & Co 
aoe that on Aug. 1, 1921, he went to | agency of the Penn Mutual in Chicago. 
| Charleston with the intention of re- | Mr. Rice has been for several years one 
Endowments for Old Age | maining three weeks. He became asso- | of the leading producers of the Alex- 
Tue | » Seen See a ‘lus ale al f . {ciated with Darst & Morgan, state | ander agency, having started with that 
HE JOHN ANCOCK MUTU AL FE MUTUAL illustrates t € value of using | managers of the Shenandoah Life, and | organization as office boy in 1905 at the 
has gotten out a circular entitled “Endow- good common sense in suggesting a has remained there ever since, working | age of 17. Two years later, during the 
ment in Series.” Ear: G. MANNING, who scheme of protection to one’s prospects D 1 seca with that agency. Mr. | panic of 1907, he became dissatisfied on 
‘is connected with the home office general or assured. As the Joun Hancock says, | c{¥'°5°" tells, something about the / a salary basis and went into the selling 
Ce ee SUR aoe a i ek ain oi ie antag) : Shenandoah Life and its personnel. He | end of the business. He rapidly built a 
agency and is well known tor his comtri- the rea object of the agent is not just t0/ pays a fine tribute to Maj. C. R. Morgan, | large clientele and in 1920 organized the 
butions to life insurance literature and_ sell life insurance or all the life insurance head of the Shenandoah Life in West | W. W. Rice Company, whose premium 
his talks at conventions, had much to do lhe can but to make this insurance serve! V Irginia at the present time. Mr. David- | income last year was over $200,000. The 
with drafting this circular. the needs of the assured. Such an object | £0" in his advertisement in favor of the | largest portion of this was the result 
The points brought out in this circular brings the agent in close contact with his | Shenandoah Life refers in a very com- | of his personal solicitation: One of his 
ae | is g u Ss circuls a oe a oe ae Wee ae plimentary way to the George Wash-| recent} month’s production — records 
are interesting because they serve to em- clients. They see that here is a master ington Life of Charleston. In thus | shows 17 life policies paid for, with 
phasize the need of old age protection as of his work. He is able to plan a pro- | going out of his way to pay a compli- | premiums of $5,755, a total insurance of 
well as protection against death. Some- gram of protection that is life long. Con- weg fei oN geese agg Mr. gg | $129,000 and 31 casualty policies with a 
. ‘ ; one aie : ; “ |has_ elicited many enco »mi f $2,915 ice’s formul: 
times we begin to think of life insurance ditions may change from time to time and ~ ca a ee, ee he eee Mr. Rice's formula 
: , : those who read the advertisement. Mr. | for his success is “to be continuously 
purely as death insurance. That is a this program may have to be altered. One Davidson posesses unusual talent as a | alert for prospects; to conscientiously 
major contingency that needs protection. cannot outline a scheme of protection for| writer of advertisements. Some years | serve and carefully conserve the interest 
However, there are others that may be a man that will last all his life. ago when he was located in Springfield, | of present clients; and to be always en- 
just as important. The circular men- The Joun Hancock in commenting on Ill., he came into prominence with his | gaged m continuous, persistent, hard 
a ; : hy ae aa : ? : advertising material. work. 
tioned brings into relief the desirability of its program for progressive endowment _ 
solving the old age problem with proper says: Kay , os r 
: res spl , Mee ond 4 bl ; old At the banquet of the members of the |, John D. Perry, a recruit in the Nor- 
insurance. Long term endowments are More and more the problem of old! Builders Club of the Ohio National | folk, Va., agency of the Equitable Life 
becoming more and more popular because age as well as protection against death is| Life at Cedar Point, O.. and members of | of New York, called on a prospect con- 


railway company. 
failed to locate his man in his of- 
and spied him on the roof of a 
building where he was directing repairs 
Agent Perry climbed to the top of the 
building and wrote an application for 
$2,000 with the wind blowing 35 miles an 


hour. 


nected with a marine 


He 


Superintendent of Agents Lindsay of 
the New York Life in commenting on 
the work of the members of the $200,000 
Club says that as in nearly all of his 
2¢ years with the company ex-President 
Harry B. Rosen of the club comes 
across with a ponderous volume of over 
$5,000,000 personal insurance exclusive 
of the large surplus he is compelled to 
place with other companies. Mr. Lind- 


say says without doubt Mr. Rosen is 
the leading personal producer of the 
world. 


Ben Felber, the new general agent of 
the Minnesota Mutual Life at Cleveland, 
O., is now getting in full stride. He is 
a graduate of the life insurance sales- 
manship course at Carnegie. For three 
years he was connected with the 
Equitable of New York. 

E. J. Hutchinson of Champaign, IIL. 
manager of the east central Illinois 
agency of the Illinois Life, who has been 
seriously ill with typhoid fever is now 
on the road to recovery. 


The Minnesota Mutual in honor of 


Adolph O. Eliason, home office general 


agency, has designated September as 
“Eliason month.” Mr. Eliason, as 
everyone knows, was recently elected 


| president of the National Association of 


Life Underwriters. He is one of the big 
agency managers of his company. 
Encouraging reports are received by 
friends of Henry F. Tyrrell, legisla- 
tive counsel for the Northwestern Mu- 


tual Life. Mr. Tyrrell’s condition for 
a while was regarded as serious. He 
will take an extended vacation upon 


his recovery and prior to his return to 
work. 
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Unless TF artnet 
At San Francisco Is 
Writing $2,000 a Day 


\WO agents of the West Coast Life 
have formed an informal partner- 
p and are daily working together inv 
the San Francisco district. Since form- 
g this partnership they have written 
n average of more than $2,000 per day 
h and have set their goal for $50,000 
each for the month of August rhey 
Paul Ziegler and Alex Weber. 
Ziegler was formerly with the com- 
ny’s Los Angeles office and recently 
ved his home to San Francisco. 
\Veber is also practically a newcomer 
n the city. They met in the agency 
n of the company’s new home office 
building the middle of July. There are 
everal stories of the manner in which 
these two boys work. 


a? 


Compel Building of Bank Account 





: In one instance they called upon a 
: young man who was apparently not 
interested in life insurance, but 

oke as though he was prejudiced 
against the business and it looked like 
a forlorn case. Ziegler and Weber 
asked him if he believed in a bank ac- 
count and when the youth replied in 
the affirmative they went after him on 
that basis They said: “We are only 
trying to induce you to buy yourself a 
contract that will compel you to create 


nd build a bank account. This con- 
tract does not become a life insurance 
policy until you die. If you die before 


the bank account has attained the 
amount you desire the life insurance 
nolicy becomes effective and the bank 
account automatically becomes the fac: 
value—or realizes the sum you wished 
to save.” 
Wrote Minor; Interested Mother 
On another occasion Weber and 
gler met a young man and without 
y encouraging signs of success until 
they met him on the street and invited 
him in to have a soda at one of San 
Francisco’s most elaborate fountains 
While talking over the “treat” they 
1© back to life insurance and in a 
few minutes had his name on the dotted 
ne Chey then learned for the first 
time that the applicant was only 20 
vears of age and for a minute they were 
doubtiul about the risk until Weber 
suggested that they immediately call 
1 the boy’s mother. This they did 
once and they told the mother: 
“Your son has just applied for $3,00¢ 
of ite msurance protection im your 
iavor. We always make it a point to 
y net interested in life insurance, but 
h the beneficiary so that in the event 
of necessity we can better serve you 
Your son has taken out this insurance 
vour benefit solely and his attitud 
nd desire to please you were so eVvi- 
dent that we are more than usually 
nterested in the case.” They visited 
th the mother for some time and she 
ecame very much more interested in 
life insurance She asked them to cal! 
gain and now is assisting them in clos- 
ng business on a number of her 


; 
Zi 


itives 
Work Through “Kiddies” 

\ third story tells of how the two 
were on their way to call 
i prospect in the best residential district 
San Francisco. A number of chil- 
dren were on the sidewalk and one little 
tike asked Ziegler and Weber to buy a 
icket to a “show.” They did, and thev 
that they enjoyed the efforts of the 
tots very much and became very 
ell acquainted with all the children 
hey made it a point to get all the 
hildren’s names and addresses and in 
me instances they obtained some in- 
formation regarding the parents. They 
now calling on the parents of the 
kiddies” and on the kiddies at the same 
ine, giving the youngsters little sou- 
venirs and selling the parents West 
Coast Life Child Endowment policies. 
Hardly a day passes that these two 
cn do not turn in one or more com- 

pleted applications 


on a 


wits 
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The Line Between— 







The line between failure and success is so 
finely drawn that we scarcely know it. So fine 
that we are often on the line and don’t know it. 
Many a man has thrown up his hands at a 
time when a little encouragement would have 
brought success. A word of advice, supported 
by experience, would have turned failure into 
success. The Officers of the Pan-American 
take a keen interest in the progress of all our 
Salesmen from the Beginners up. When you 
take our Course of Instruction you will get the 
benefit of their counsel, advice and help. They 
smooth the hard places by anticipating the dif- 
ficulties that a Beginner is likely to encounter. 
Their experience will be your guide. They will 
pass on to you, insofar as it is possible, what it 
took them years of effort to acquire. With 
your earnest effort and the light of their experi- 
ence—The Line Between—fades away—Suc- 
cess is yours! 


Life Insurance Salesmanship is truly construc- 
tive work of the highest character. Can you 
imagine any higher or finer occupation? It is 
one into which you can put your whole heart 
and soul with never a doubt—or a fear—or an 


if—or a perhaps. 
Remember, our Course of Instruction is free. 
Address: 


E. G. SIMMONS, Vice-President and General Manager 


Pan-American 
Life Insurance Company 


New Orleans, U. S. A. 
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CAN YOU PAY— 
YOUR DEBTS? 


R the average man and woman life is chiefly made up 
of the business of living. In that process people assume 
all sorts of obligations—they must—which are as real 

__ a8 business paper and must be met as promptly. Default 
in either case is disastrous; the defaulting business man ceases to 
have credit and goes out of business; the social or moral or 
political defaulter just disappears. 

Few realize that being born puts us in debt. 

No fault of ours, but a fact. Dame Nature issues our 
paper as soon as we utter that first cry. No wonder it is a cry 
of fear! That paper really constitutes a more serious obligation 
than any other promise to pay we ever issue. 


IT HAS NO SPECIFIC DUE DATE 


But it will certainly mature; it will not be forgotten or 
lost or destroyed by fire, nor will it be forgiven. 

It may mature tomorrow; it may not mature in 
forty years. 

The average man has to shake himself together to realize 
that any such obligation exists. Think a moment! 


Who paid for your upbringing ?—Did you? 
Who paid for your education ?—Did you? 


Possibly in part if you worked your way through college. 
But having graduated from college or elsewhere you (the aver- 
age boy) go to work. Now, perhaps, you break even; you do 
not yet begin to repay what you owe; you can't. 

Then you start in business. Obligations rapidly multiply; you begin 
to understand what a dollar means and especially you learn that you must 
pay your debts. 

__. Then (if you are so fortunate) you marry and then again, perhaps, 
children come. Obligation now piles upon obligation. 

No one can properly meet those obligations but you. Suppose 
you die one fine day. Then your family will discover the due date of 
your paper. 


IT WILL ALL MATURE AT THAT MOMENT 


Have you made provision for that ? 

Can your estate pay up? 

If not, who will pay? 

Somebody must. IT’S THE LAW. If you don’t know who will 
pay and what form that payment may take, ask any agent of the New 
York Life. He'll tell you. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 























A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager, W. F. MACALLISTER 
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CALIFORNIA CHANGES MADE 


Kansas City Life Announces New Men 
as Managers for the State Suc- 
ceeding O. J. Durand 


R. B. Given of Phoenix, Ariz., and 
Bayard Judd of Salt Lake City, Utah, 
have been appointed agency managers 
of the Kansas City Life for California 
to succeed O. J. Durand, whose resig- 
nation became effective Sept. 1. 

Mr. Durand has had charge of the 
company’s business in California since 
it entered the state but on account of 
interests in another section of the 
country he tendered his_ resignation 
some weeks ago. His successors are 
men who have been with the Kansas 
City Life for many years, Bayard 
Judd as agency cashier in the Salt Lake 
City office and R. B. Given as a mem- 
ber of the agency of Given Bros., man- 
agers for Arizona. Mr. Given’s out- 
standing success as a personal writer 
and agency organizer and Mr. Judd’s 
long experience in handling the details 
of the state agency make them a par- 
ticularly strong team for the Califor- 
nia agency. 

Mr. Given will not sever his relations 
with his brother, T. T. Givens, at 
Phoenix, Ariz., but his personal ef- 
forts will be given to the California 
agency while the Arizona agency will 
be directed by his brother, whose ex- 
perience during the past ten or twelve 
years leaves no doubt as to the con- 
tinued success of that agency. 


Ohio National Appointments 


C. R. Heberling, who has resigned 
as sales manager for Proctor & Gamble 
at Cincinnati, is to open the Dayton, 
O., territory for the Ohio National 
Life and become general agent there. 

J. N. Townsend, who has been sales 
manager for the Forest Manufacturing 
Company of Forest, O., has resigned 
to become general agent of the Ohio 
National Life at Canton, O. 


W. H. Hinman 


W. H. Hinman has been appointed 
agency manager of the Bankers Life 
of Des Moines for southwestern Min- 
nesota with headquarters at Mankato. 


W. H. Carter 


William H. Carter of Nashville, Tenn., 
agency manager of the Bankers Life of 
lowa, is going to Los Angeles to be 
associated with Agency Manager Reed 
of the Bankers in that territory. The 
Nashville Agency is one of the large 


ones of the Bankers organization. Mr. 
Carter is succeeded by Robert Fite and 
Cecil Woods, both capable life insur- 
ance men, who are experienced men 
with the bankers. 


Turner & Potts 


Turner & Potts have been appointed 
agency directors of the Philadelphia 
Life in Delaware, having been placed in 
charge of the new branch office in Du- 
Pont Building, at Wilmington, Del. 
The firm is composed of Floyd B. Tur- 
ner and W. Herbert Potts. 


J. A. Kelly and J. V. Ryan 


Joseph A. Kelly, for the past twelve 
months district manager of the Equi- 
table Life of New York at Dubuque, 
la., has resigned to devote his entire 
time to the Yavapai Onyx Mining Cor- 
poration, of which he is president. Joe 
V. Ryan, who has been associated with 
Mr. Kelly as city manager for the 
Equitable at Dubuque, has also resigned 





and will be secretry of the new corpo- 
ration. 


T. E. Grissell 
| T. E. Grissell, formerly of Guthrie 
| Center, Ia., has been appointed general 
agent for the Prairie Life of Nebraska 
| in Colorado, with headquarters in Colo- 
| rado Springs. 


| 
William Morrison 

William Morrison, who recently re- 
signed as general agent of the National 
Life, U. S. A. in Wisconsin, has gone 
to Quincy, Ill, to take his new position 
as general agent of the Security Life of 
Chicago for the eastern half of Missouri 
and Adams county, Iil., in which Quincy 
is located. Mr. Morrison is a thorough 
going life insurance man, who has had 
many years experience in office and 
field. 


} 
| 
} 


Samuel Weinberg 


President Maclellan announces that 
the Provident Life & Accident of Chat- 
tanooga has been licensed in Maryland 
and District of Columbia. Samuel Wein- 
berg of Baltimore has been appointed 
managing general agent with offices in 
the Equitable building in that city. Mr. 
Weinberg has had wide experience in 
life and accident and health, having had 
training with the Aetna Life. Mr. Wein- 
berg has already commenced operations, 
having secured a_ staff of producing 
agents and his office will make an ex- 
cellent showing in results The District 
of Columbia will be handled by a thor- 
oughly experienced man who is expected 
to make some of the company’s leaders 
| look to their laurels 











WITH INDUSTRIAL MEN 








NEED REGULAR PRODUCTION 


Industrial Agent Cannot Work in 
“Spurts” and Advance in the 
Business 


An agent may continue to hold his 
business without the aid of regular and 
consistent production, but it is not like- 
ly; he is more apt to join the ranks of 
the “also-rans” and drop from the ranks 
of insurance solicitors into the obscurity 
of the business failures. There is a 
possibility that he might hold his old 
business sufficiently to retain it for a 
time at least without new blood, but 
time will soon eliminate him from the 
race towards success. Regular produc- 


tion is very largely the basis of both 
the initial and ultimate success. It is 
sustained effort that counts and the abil- 
ity to plan a definite production pro- 
gram and maintain it throughout the | 
vear will establish the agent in his debit. 
The program should be well planned 


far in advance and followed with a 
| tenacity that will permit no interrup- 
tions. Spurts and irregular production 
count for little. 

There are many minor features in the 
daily routine that go to build greater 
regularity and the agent cannot be too 
careful in following each little detail. 
Time must be conserved, every possi- 
| ble acquaintance made, a program 
| planned, all opportunities for improve- 
|ment of self or the debit quickly 
| grasped. When the individual is con- 
| stantly on the watch there are many 
— that can be seized that 
| 


will both build the individual and the 
business. Much of the growth of busi- 
ness can be directly traced to a growth 
| of industrial insurance in the minds of 
the residents in the territory. Service 
is the greatest respect builder and the 
agent should lose no opportunity to 
| render service to all. Industrial insur- 
ance is one of the greatest institutions 
in the country and the insurable pros- 
pects should be apprised of this. It 











ee 





a September 7, 1922 THE NATIONAL UNDERWRITER 11 











will create respect from others and in- | >> 
crease the “pep” and energy of the 


agent. All of this assists in working Indiana Premiums for 


out the program of production with a 


regularity that means dollars. : YYW) 
First Half of 1922 ra Wy 


r. 
d 
r. News from the Prudential again acim = Wy 
n Jacob C. Weiss, formerly an agent of TATEMENTS filed with the Indiana j yy 
oes Penge oe 3 dis- insurance department show premi- P 
trict is appointed assistant superinten- | ums collected by life companies in that Wp If 











dent at Niagara Falls ° > - YW 
; state for the first six months of 1922 as Ul, 


Agent Ferdinand P. Haas is promoted 
























d to assistant superintendent at Syracuse, follows: 
a N. Y. Mr. Haas completed ten years of 7 — 
service with the c aay : _|Am. Bkrs.$ 5,005.54 Mich.Mut 
n _ — the company in July of this py 305.6) Mo. State 
I ilar . , ' Am. 0. L. Morris P) 
l. A new industrial district is to be| Aetna.... 369,908.20 Mut.Benf 
started at Nashville, Tenn., Sept. 11, un- Am., Mich. 1,591.62 Mut. N.Y 


der the supervision of Superintendent F. | Bankrs,la, 221,573.18 Nat.U.S.A 
H. Cornelius, who is to be transferred | Bkrs. Res. 2,646.52 Nat.L.& A 























from Lewiston, Me. His co-workers will | Berksh. .. 72,358.62 New Eng. 
be Assistant Superintendent L. P. Baker, | Bus. Men’s Mut. 
: who will also be transferred from his | ASSur. Mo, 48,464.99 N. Y. Life 5: 
. detached assistancy at Bath, Me., and eae » ~: evaar ee No.Am. Ill, 
i A. C. Redmon who is to be promoted > een ar -yttpt N.W. Li 
' from a New York No. 10 agency. . * Neb “ 
ste te . 7s Columbia.,. N.W. Mut 
e In Agent Max Rosenzweiz the Newark | Colum.Ntl. Natl. Vt... 
" No. 3 district has a representative of | Colum.Mu. ey ‘ 
p whom it has every reason to feel proud. | Conn. Mut. Ohio State 
" He not only leads his district in ordi- | Con.Assur. Pacif.Mut 
3 ; nary and is credited with favorable in- | Equit.N.Y, 7 Pan Amer 
4 dustrial results but has also succeeded | Equit. Ia... 2: Penn.Mut . . ° ° 
l in reducing the arrears since the first | Peoria va life insurance practice. The policy- 
> of the year from 44 per cent to 6 per Fidel Mut. Phila I ife 
cent, and has the distinction of having | Franklin.... Phoen.Mu holder or prospect must know that 
the lowest arrears in Newark. Guardian Prov. L.&T. Seam e | aienael Yy 

Home N.Y. Providers. _ hi ” bike 3 SS -., 

Illinois...... Preden. 3, is lire insurance company 1S unh- Y 
| John Hancock Changes S34 AS : tea Uf 
: tee Galionins ssinek Bane bene ee] Rockford doubtedly a_ reliable institution. Y; 

moted from the agency ranks to assist- cock seteees 496,475.88 Secur Il. of efe ° 
ants of the John Hancock in the dis- py ogg ane, But the responsibility of a life com- Y 
tricts of their service: William L. Cas-/| % — e pa 1 ; 

: ” Co. Va..... 210,581.82 Travelers 
sel, Chicago No. 3; Irvin Brooks, Tren- ‘ é “o74 70 ' “oe . yy 
ton, N. J.; Edwin C. Shurte, Cincinnati + enone oll 3378.64 Un Mut “4 pany hardly ends with that. It has Y 





No. 1; Edgar Wagner, Chicago No. 1;/ Md. Assur. 2, 
Herman Bronsbell, New York No. 1.| Mass.Mut. 419, 





just {discharged_part of_its duties. 


468.16 West.&So. 
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SG 


William Jepson is transferred from the | Merch. Ia.. 377.12 West. Un.. 

Attleboro, Mass., detached office to Taun- Metropo...2,495,515.96 Wis. Nat xe . 

ton proper. Herbert Lightbown is trans- he company must be responsible to 
ferred from Taunton and Middleboro to _ —— 


its agents for the proper handling of 
the business they send in. In addi- 


the Middleboro detached office 
—— Term Policy and the Y 
DAKOTA LIFE’S AGENCY MEET Total Disability Clause y; 


= paseighty a tion, the company must be ever 
President Hanten Opened First Session) _@¢stion—I_ have a client who has a Y : 7 
: convertible term policy with permanent 
of Business Program at Water- and total disability clause. Before the Y 


watchful to foster only the best 
town, S. D., Last Week policy is converted, he becomes totally 


disabled and the disability payments /; interests of the agent and aid him 








Sw 


start. Does that change the status of 


The annual agency convention of the | the policyholder on the conversion of Yj in his dail work to the full re- 
Lake Kam-|the policy? Y y 


Dakota Life was held at 
Yj sources of the company. 


SS 


peska Country Club, near Watertown, Answer—We submitted this question 
S. D., last week. The officers and field |to George Graham, vice-president of 
men of the company gathered at the the Central States Life of St. Louis. Y 
home office and traveled in a party to! Mo., who says, “If the policy does not y 


the club for the business session. Presi- expressly deny to the insured the right y That 1S Amicable responsibility. 


dent John B. Hanten of the company | to convert in event of total and perma 


opened the meeting with an address of | nent disability. I believe that the in- Y 
\ 
MPANY WY 
YM 


welcome. Other addresses were: “Op-| sured would be within his rights. Most 

tional Insurance,” by J. C. Stabelein: | policies contain a_ stipulation and all Yy 

“What Happens to Your Application,” | should contain such stipulation, that the Y 
4’) lpr 
“if 


SSN 


S88 







Department to the Salesman in the ability of the assured.” 

Field,” Dr. H. ,M. Finnerud, medical L. M. Cathles, vice-president of the Zod 

director. There was an open forum for | Southland Life of Dee Sat. and Y wth 

discussion of business problems after | president of the American Institute of 

the noon luncheon and “the remainder | Actuaries, answers as follows: YINSURA CE 

of the afternoon was given over to “T rather think that most companies Uy 

amusement and lake sports. On the/ protect themselves against the conting My 
To allow. such Yf 


second day there were both morning|ency referred to ; 4 
changes would be too like issuing a life 


by J. J. Bell, actuary for the Dakota | privilege to convert will not be available Y 
Life, and “The Relation of the Medical | in event of the total and permanent dis y 


and afternoon business sessions, at 

which general business problems and | insurance policy to a man after he was Uy 

company and policy questions were dis- | dead It must he remembered that Uy 

cussed. The annual banquet was held there are valuable benefits in greatly My 

at the Hotel Lincoln in Watertown on|jncreased loan and surrender values YU, 

the evening of the second day, closing | which could be secured without cost te 

the convention. the insured if he was permitted to 

——— change his policy after he had become 
— sey sy a disabled and had the company’s agree 

Illinois Life’s Building Plans ment to waive all future premiums. He 


Vice-President R. W. Stevens of the | might thus secure and collect at ma 
Illinois Life says that the company’s /|turity a short term endowment policv 
new home office building in Chicago at | far example—without cost to himself.” 


1212 Lake Shore Drive will be entirely 
completed not later than Jan. 1. The —— 
company expects to have its official 


: opening and house warming the first T. A. Phillips, vice president of the 
; Saturday in Tanuary At present one- Minnesota Mutual will spe nda months 
half of the buildi I : t finished d vacation in Denver, at which time he will 

alf of the building has been finished and | ).onaply make arrangements for the ap- ‘ 


is being occupied by the company. | pointment of a general agency at Denver 
Work is rapidly progressing on the sec- |to cover the state of Colorado, which the 


ond s io » in elavs, the | company has recently entered _ Mr. a 
1 ection and, barring d . Phillips will return by way of North 


structure will be completed some time |Platte to attend the convention of the 
the latter part of December. '\J. E. Sebastian agency at that point. 





Yiim 
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Agents Wanted! 


For Attractive Contracts 


Write to 


“. > 7 __— aw (5\ 
{ OF HOUSTON,T 
LP PA 





J. M. Yoes, 


Secretary 


J. C. Stribling 


President 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


=, = 
Contract direct with the 
Company. 

=, 
Over $125,000,000 of in- 


surance in force. 











ofiue 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation betweén the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 























C ——_—_—— 


- NEWS ABOUT 


$3.50 and $2.00 respectively. 





LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest’’ 
and “Little Gem,” Published Annually in May and April respectively. PRICE, 





MINNESOTA MUTUAL’S RATES End 


New Dividend Schedule Announced by 
Company, Effective Sept. 1, Cover- 
ing 20 Policy Years 


The Minnesota Mutual Life has an- 
nounced its new dividend schedule, ef- 
fective Sept. 1, to cover all policies 
issued since 1907. The schedules shows 
the first 16 policy. year dividends, the 
figures for the 17th to 20th policy years 
showing the dividends that would be 
paid for those years if the present divi- 
dend scale continues in force in the 
future. Dividends at five-year intervals 


for representative policies are given be- | 


low. 

The new scale shows an increase, 
of about 50c per $1,000 the first year 
on ordinary life, and increases until the 
20th year. The new scale represents 
an increase of about $1.50 over the old 
schedule. rhe Minnesota Mutual 
passed through the influenza and war 
periods without reducing its old divi- 
dend schedule, so that this is an in- 


| crease above the pre-war scale. 


Ordinary Life, $1,000 
AGE AND ANNUAL PREMIUM 

















.78 
8.04 
8. 30 
8.57 
8.85 
16 4.68 5.20 5.82 6.62 7.72 9.13 
17 4.78 5 5.95| 6.80 7.95 9.42 
18 4.87 5 6.09 6.99 8.19 9.71 
19 4.96, 5 6.24 7.19 8.44) 10.90 
20 5.06 5 6.40 7.40 8.71 10.30 
Ordinary Life, $1,000 
AGE AND ANNUAL PREMIUM 
End 
Pol 5 50 55 60 sf 
Yt $39.16 $48.00 $60.11 $76.92 $100.47 
<< Pepa $ 6.60 $3 7 
2 6.82 8 
3. 7.06 8 
B 7.30 8 
5 7.55 9 
6 7.81 i) 
7 8.0% 4 
& R38 10 
4 8.67 10 
10 ROR 10 
11 9.2 11.2 13.62 16.53 19.80 
12 9.60 11.59) 14.01) 16.88 20.05 
13 9.9 11.95! 14.38) 17.20 20.28 
14 10.24) 12.30) 14.73) 17.50 20.81 
15 10.57! 12.64) 15.06) 17.77 21.34 
16 10.89! 12.: 15.38 18.01 
17 11.20) 13.3 15.68 18.22 
18 11.51! 13 15.96) 18.40 
19 11.83 13.96) 16.2 18.84 
20 12.16 14.27) 16.46, 19.28 
20 Payment Life, $1,000 
AGE AND ANNUAL PREMIUM 
End 
Pol 15 20 25 an 25 +0 
Yr. $26.60 $28.61'$31.02'$33'93'$37.48'$41.90 
| $ 4.20/$ 4.47'$ 4.82'$ 5.22'$ 5.54/$ 6.00 
2 4.34 4.63 5.00 5.40 5.75 6.23 
3 4.49 4.80 5.19 5.55 5.97 6.48 
4 4.64 4.97 5.39 79 6.19 6.74 
5 4.80 5.15 5.59 ».99 6.42 7.02 
6. 4.96 5.79 6.20 6A 7.21 
7 5.13 5.99 6.42 6.91 7.61 
8 5.31 6.19 6.65 7.18 7.93 
q 5.50 6.40 6.89 7.46 8.26 
10 5.70 6.62 7.13 7.75 8.61 
11 5.90 6.27! 6.85! 7.38! 8.05! 8.97 
ee 6.11 6.59 7.09 65 R346 9.24 
13 6.33 6.81 7.34 7.94 8.49 9.72 
14 6.56 7.04 7.60 8.24 9.04! 10.13 
15 6.79 7.28 7.88 8.55 9.40 10.53 


























Pol. 15 20 25 30 
Yr. $26.60,$28.61/$31.02,$33.9 
16 7.63 7.53 8.17 8.8 
17 27 8.47 9.3 
18. 8.77; 9 
19. 9.08 < 
20 9.40) 10 
21 6.25 6.66 7.1¢ .82 8.60 9.45 
53 . 6.32| 6.75] 7.28 7.97 8.77 6 
“ 20 Payment Life, $1,000 
AGE AND ANNUAL PREMIUM 
End 
Pol 45 50 55 60 65 
Yr $47.62 $55.24 $65.74 $80.59'$102.19 
1 $ 6.643 7.68 $ 9.38 $11.86 $ 15.36 
D sake awe 6.94 8.06 9.83) 12.37 15.91 
5 7.25 8.45; 10.28, 12.88 16.45 
1 7.58 8.85 10.73 13.38 16.97 
5 7.90 9.25) 11.19; 13.8 17.46 
6 17.94 
7 18.39 
8 18.79 
Y 19.15 
10 14 47 
11 1.78 
12 20.04 
13. 30°29 
14 20.81 
18. 21.30 
16 21.77 
17 22.18 
18 22.48 
14 22.62 
20 22.49 
21 10.30 11.06, 11.59 12.206 12.93 
22 10.47, 11.1 11.67 12.36 13.09 
a 20 Year Endowment, $1,000 
AGE AND ANNUAL PREMIUM 
end 
Pol 15 20 25 30 35 40 
Yr. $47.54 $48.02)$48.65 $49.53 $50.81 $52.7¢ 
1 $ 3.72.$ 3.92.$ 4.18)$ 4.56)$ 4.92'3 5.40 
2 4.07 4.27 4.54 4.90 §.25 5.75 
3 $44, 4.64) 4.92) 5.26) 5.6 6.11 
t 4.82 5.02 31 5.62 6.50 
5 5.22 5.42 5.70 5.99 6.90 
6 5.63 5.84 6.10 6.38 6.78 7.31 
7 6.06 6.27 6.51 6.79 7.20 7.74 
8 6.50 6.72 6.94 7.22 7.63 8.15 
4 6.97 7.19 7.39 7.68 8.09 8.67 
0 7.46 7.67 7.87 8.16 8.57 9.18 
11 7.97 8.17 8.37 8.6¢ 9.07 1.71 
12 8.40 8.64 RAS 9.18 80 10.25 
13 oO 4 9.40 9.72 10.15 10.80 
14 9.60 Y 9.95) 10.27) 10.71! 11.35 
15 10.19 19.36 10.5 10.84' 11.28) 11.92 
16 19.80 10.96) 11.14) 11.44 11.87) 12.50 
17 11.43 11.59) 11.77) 12.07) 12.49! 13.10 
18 12.08! 12.24! 12.43) 12.73) 13.14! 13.71 
19 12.76 12.62, 138.12) 13.41; 13.81! 14.34 
20 13.47) 13.63) 13.83; 14.12; 14.50 14.98 
eee 20 Year_Endowment, 31,000 
AGE AND ANNUAL PREMIUM 
End | | 
Pol 45 50 55 60 65 
Yr $55.92 $61.06 $69.34 $82.44 $102.84 
1 $ 6.14'$ 7.31/$ 9.12)$11.72$ 15.31 
2 5 7.73 } 26 5.87 
" 8 
4 8 
6 8.23 
7 8.70 
& 9.18 
u 9.67 
10 10.17 
11 10.68 12.07, 14.02 16.6% 19.78 
2 11.21) 12.59) 14.50) 17.03 0.05 
13 11.75) 13.10 14.96, 17.40 0.30 
l4 12.29) 13.60) 15.41) 17.75 0.8 
15 12.84 14.10) 15.85) 18.08 21.30 
16 13.39 14.60) 16.27) 18.39 21.74 
17 13.95 15.10 16.68 18.69 29 10 
18 14.51! 15.59) 17.08) 18.98 22.31 
19 15.08) 16.08) 17.46) 19.38 22.31 
0 15.66 16.56 17.8 19.58 21.94 


Northwestern Mutual 


The Northwestern Mutual Life 
nounces that the scale of annual divi- 
dends adopted for use this year will be 
continued through 1923 Annual divi- 
dends apportioned during 1923 left to 
accumulate and the deferred dividend 
fund will be on the same basis as 1922, 
namely 4.6 percent interest 





John R. Coleman, son of E. N. Cole- 
man, general agent for the Connecticut 
Mutual, has joined his father’s staff in 
Davenport, Ta. He graduated from Iowa 
University last spring and spent the 
summer taking the Connecticut Mutual 
educational course, which he passed with 
high honor 
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OHIO NATIONAL MEN | year ago entered Texas and appointed 
W. C. Temple of Dallas as manager. 
IN ANNUAL MEETING | Mr. Temple made a fine impression on S PECIAL SERIES 
Bh. pts | the agents. In his talk he said that in| 

(CONTINUED FROM PAGE 3) order to render the greatest service a 

in appointing agents, he required first | life insurance man must have a good 
a high standard of character and then | foundation with which to start. He must Number One 
‘ked into the technical equipment of | be thoroughly in love with his work 
lesman later. Good character, how- | and be absolutely convinced that it is 


ever, he said, is highly necessary in life | the one in which he can perform the URING the remainder of this year this 
insurance work. He said that a super- | greatest service and do the most good. ° 7 
vising agent needs to train his men so = 2 5 ge have os ena Space will be used each week by THE 
that they are able to use the resources | himself and his ability to achieve. Mr. > ‘ ? 
they have to the or host of their | Temple said that the successful life NATIONAL UNDERWRITER COMPANY 
bility. insurance man is a healthy optimist. ~4 ¢ ‘ > > , > 
J. W. Milholland § . He held that any man who will work for reprod uc ing a page from the Unique 
q oJ Speaks : er . 
| persistently and keep smiling will get Manual-Di rest 
J. W. Milholland, general agent at | results. — , § : 


london, O., and vice-president of the ’ tate . ° ° ° 
Builders Club, in his talk laid Must Make Quick Boctsten The Unique Manual-Digest is a complete statis- 


ulders in his stress 
on the desirability of a cultural back- In talking of approaching men ‘for Dt rt. Caan . — een 
ssid tas Sk Dates Eeleeeana | Wie teas tee Ge eae Oe tical publication covering all of the legal reserve 


He said, for instance, that a carpenter | necessary for an agent to be able tol] life insurance Companies doing business in the 








makes an initial investment of from | Judge human nature quickly. The first 

$300 to $500 for his tools =e ppanee tg ments of an interview are very U nited St: ites. The d: ata 1S complete on the 
$50 a year for new tools. e finds it | vital. he prospect receives his im- - he 

very desirable at times to get the new-} pression early in the interview. The company, the policy and the policy cost. 

est designs for tools in order to be agent should be able to discern as a : ; 

cficient and make time, Mr. Milhol- | nearly as possible the working of the | Each page which is to be reproduced here will 
nd sal la a iit insurance man prospects mind anc iscertamn What im . - . : ? , . . 

who is producing $200,000 a year should | pression is being made on him. He be typical ot the kind ot information which ap- 
spend at least $1,000 in his basic edu- said that he never stayed longer than oe ° hi 1416 z ” ly k 

cation and $200 a year later on to keep | 10 or 15 minutes in the first interview pears In this page OOK. 


; 


up with the times. He fears that many | He aims to leave a very favorable im- 
life insurance men do not keep pace | pression and if he sees the prospect is ° 
with progre - in thas their kit of a getting nervous or irritated he changes The pages to be reproduced will show: 
is not up to date. Mr. Milholland said } the subject immediately,and makes his 
that a man’s mental equipment is his | get away in geod order. Abstracts from Annual Statements 
Policy Analysis 
Premium Rates—Regular Policies 


kit of tools. le advised enlarging Use of Business Insurance 
one’s scope of iniormation every day. 
[The broader a man’s mind the more 


Mr. Temple is specializing on busi- 


versatile he becomes and the more in- | ness insurance. He said that he finds . Premium Rates—Special Policies 

resting to his i men. Mr. Mil- | that business concerns are interested im ° 
olbendl sal that “7 lite insurnsien sales- | Msurance. It provides quick and ready Premium Rates—Odd Forms at Three 
man should know his business and | money when it is needed. Mr, Temple Ages 


should know something of its technique. | S4id that so far as he was concerned he | 
1 no camouflage to get to see a 


His assured and prospects depend on | Used 


him for insurance advice and guidance man. He operates in the open He 
‘ tells a man why he is coming to set 
Refreshing One's Mind : : "Wes ‘ 
him and conducts his negotiations on a 
As a fundamental background he ad- | business basis He advised the agents 


vised giving a certain time each day to | to make up their prospect list from peo 


Monthly Income Rates 

Surrender Values—aAll Ages 

Surrender Values—Five Year Ages 
Dividends and Net Cost—-20 Year Illus- 


tration 


Conan kwon 


reading from the old masters and also - who can afford to pay for insur 
4 current lite rature Out of the classics | ance and not waste a lot of time with 10. Twenty Year Record Actual Dividend 
he gets the basic princ’ples of trut! people who have not the money to meet Hi 
Out of current literature he comes ti their ol sligations. istory 
ct ntact — a, proble ms and be es ( E we tzel of Cleveland, O., man ll. Net Cost Totals 5, 10 and 15 Years 
* Dest minds of the times think aget tor that section, gave SOTn«¢ sug . . 
mathe Riga voy Sagas gc or eallon yal nse Reena came Biman el oe, 12. Current Dividend Schedule 
the current issues of the day he be- | might be improved 13. General Information 
omes oO yractic: alue to his >on ri; » 
munity ae is aie converse "with ee ee ee 14. Government Insurance Rates 
man on these subjects. Proper \t the opening of the afternoon ses 15. Comparison of Reserve Tables at Age 35 


oninine and the use of it in a righ sion on Thursday, R. F. Longley, man . 8 . ° 
ie f it in a right | sic Sakai cuanae canada ok tee 16. Dividend Maturity Options 


way, he said, makes a man a big man | 4&* r at 0, cal or t 
in his community. result of “Bettinger Month,” the con : : : : 
Peccnien Gees toute test that was held in honor of the lat The Unique Manual-Digest contains the informa- 


President Albert Bettinger. The agen- 


sce agg of Middletown, O., in | cies were grouped, the West ag oe tion of all other statistical books and much be- 
discussing , ilholland’s address said | ane .ansas agencies winning le cas ° 
re wa feo ge nea. These || Sides. Let the pages of the book to be repro- 











the life insurance man comes in| prize and the silver loving cup. Thes« 
cemtact with a8 Kinds of sen. Hie | agencies proteeed SL MGA Suiee1] duced bere Gemonswate thie to you. 
nd must be elastic enough to adapt | The agents who won were D. S. Brom ? 

itself to the man with whom he is con- | ley, George ny iel, and R. C. Wiggins of 

versing at any moment. He said it is | West Virginia and J. R: Harris, man 

necessary for a life insurance man to. ager for Kansas THE NATIONAL UNDERWRITER COMPANY 

interested in many subjects and touch C. R. Heberling. who has resigned 

life at many points. He said that one | as sales manager for Proctor & Gam- 420 E. 4TH ST. CINCINNATI, OHIO 
| of the essentials in approaching a man ble of Cincinnati to teke the Dayton 

on insurance is to get on a common | general agency for the Ohio National, 

ground with him. Mr. Essex said that | gave some of his impressions of iile ———— — = = —=—= 


with all one’s knowledge, he should have | insurance and told why he is leaving 


nde a He said that real life another line of business to engage in MUTUAL LIFE 
nsurance we irk teaches a man to live | life insurance The | 
c unselfish life, | An agent — George C. Hill's Address meeed GLOBE INSURANCE COMPANY | 





thoroughly appreciate the responsibility 


that rests upon him in working out a George C. Hill, general agent of San- 
I lus] Q., in his talk said that the aver- OF CHICAGO, ILL. 


program of protection for hi s assured. | dusky, 





The Ohio National Life less than a‘ age life insurance man is not sold on 
Results for 1921 
Gain in interest income over last five years 1300°% 
Gain in income over last five years 590°, 


Gain in admitted assets over last five years 503°; 


Wanted—Agency Man Gain in insurance in force over last five years +f 


Average Gain over last five years 
The above figures are the results of the highest grade of service to 


WANTED, competent man for Agency Depart ment in Home Office policyholders and representatives. The latest is 
of large Insurance Company. Must have initiative and enthusiasm. | CLAIMS PAID BY TELEGRAPH 
| Good education and a pleasing personality are essential. The posi- Be fe the Last Weed én 


tion is understudy to agency officers, commanding a splendid future 
for right party. State age, schooling, past experience and salary S E R V I C E 


| expected. Address B-70 Care The National Underwriter. T. E. BARRY, President, ee Manager sau thaniendions 
: — 
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National Temperance Life Insurance Company 
Now being organized—Capital Stock $100,000 


A RARE OPPORTUNITY 


For men of character and ability who 
know Temperance people and who can sell 
Life Insurance and Life Insurance Stock 


The men who qualify now in the sale of the stock of this Company 
will be preferred as 
STATE MANAGERS 
when the Company is organized. 
HERE IS YOUR OPPORTUNITY—CAN YOU QUALITY? 
Give experience and references. 


JOHN D. KNAPP, Organizer 
30 N. La Salle St., Chirago 


Write for particulars. 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh *piz,2s°* Pittsburgh, Pa, 















OF DES MOINES,IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 











“SAFE AS A GOVERNMENT BOND’ | 


The OHIO STATE LIFE} 


LIFE, HEALTH, ACCIDENT *“° MONTHLY INCOME INSURANCE. §& 


is] tea LATEST POLICIES AND AGENCY CONTRACT 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies’ or 
111 No. Broad Street 


Philadelphia, Pa. 








, ‘Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange. Chicago 








FOR FAGTS & 


| know good people even if they never 





his own business. He said that every 
life insurance man should carry enough 
life insurance himself to make him 
scratch to pay the premium. He should 
buy until it hurts. This would show 
his own faith in his business. 

He urged a higher standard of quali- 
fication for life insurance agencies. He 
said that a man who wants to get into 
life insurance work should reach a cer- 
tain standard before he is given a con- 
tract. He has decided in his own agency 
he will not give a contract until he has 
tried men out to see whether they are 
qualified to represent the company satis- 
factorily. 

Life insurance, he said, affords a man 
the opportunity to render a fine social 
service and yet be compensated liberal- 
ly. <A life insurance man, he said, 
should tell people in plain English what 
the life insurance policy will do for 
them. He thinks that public opinion 
is far ahead of the life insurance agents. 
People in general would buy more in- 
surance if the agents went at them in 
the right way. He said the opportun- 
ity is at hand to do far more than 1s 
being done if it be embraced. 


J. N. Townsend Speaks 


J. N. Townsend, who is leaving his 
position with the Forest Manufactur- 
ing Company, of Forest, O., to open a 


| general agency for the Ohio National 


| at Canton, O., gave some impressions 


| other 
| former 


z= 
10n 


| of having 


| the 


of a beginner. He said that the life 
insurance salesman differs from that in 
lines, because the agent of the 

has nothing to demonstrate. 
There are no pictures, no material, no 
designs, no commodity. He is selling 
something to a man that he may not 
need during his own life time. It is 
necessary for a life insurance man to 
make a different appeal to a man than 
the salesman who has something tan- 
gible to sell. In speaking of the old 
life insurance 


time prejudice against 

agents he said that he thought the at- 
| titude of the agents may have caused 
this to more or less extent. People 


were not approached in a business like 
way. They were nagged and harrassed 


| by agents who did not sell their insur- 


ance on a business basis. 
Need for Wide Acquaintance 


Mr. Townsand said that in his opin- 


there are more men underinsured 
; than over insured by far. It is very 
necessary he said to conduct an inter- 


view and to make an impression so that 
the mind of the prospect will be at- 
tracted at once. He sees the necessity 
a large acquaintance and ex- 
tending his acquaintanceship in many 
directions, He said that it pays to 


patronize the agent. He thinks that 
people at large really know little about 
insurance. It is up to the agent to be 
insurance counselor. He should 
he so well informed in his subject that 
he can give the right kind of insurance 
advice. He said that the knowledge 


| that one has gained in many directions 


| should be 


| said that a life agent should never de- | 


combined with practical ex- 
perience. He not think that all 
agents realize the opportunity they have 
for rendering a great service. 
J. R. Harris’ Talk 


does 


J. R. Harris of Kansas City, Mo., 
state manager for Kansas, in his talk 


ceive or mislead a prospect. He should 
be thoroughly informed about his own 








HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 


MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Limited Payment and Endowments 


, A few good openings for good live producers in Illinois. Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 


DR. J. R. NEAL, Sec. 

















| heard him. 


company’s policies and practices and 
should know something about the main 
policies of other companies. He thinks 
that an agent cannot get too much in- 
formation about a _ prospect. It en- 
ables him to advise the prospect more 
intelligently. He said that the modern 
life insurance man cultivates nerve and 
aggressiveness rather than cheek and 


gall. 
M, E. Burket Speaks 
M. E. Burket of Ithaca, Mich., said 
that the life insurance man _ touches 


life at many points. Every day he is 
coming in contact with people of high 
and low degree. People may not be 
iavorable to purchase of life insurance. 


| They may have all kinds of prejudices 


and opinions. It is the province of a 
life insurance man to deal with vari- 
ous kinds of people and know how to 
turn them into a favorable channel. 
He said that he must show his pros- 
pects the absolute security of life in- 
surance. Mr. Burket believes that a 
life insurance man should know some- 
thing about psychology and its prac- 
tical application, in order to learn some- 
thing of the spirit of a man. 

Philip Roetinger, a veteran member 
of the Cincinnati bar and a friend of the 
Ohio National, was introtluced and 
made some pleasing comments about 
President Appleby and the company. 

W. H. Otto’s Observations 


W. H. Otto of Fremont, O., said 
that a life man should be in the right 
mental attitude toward his work. He 
should know how to work and how to 
work to the best advantage. He should 
constantly keep meeting people. He 
should analyze human needs and learn 
how life insurance can be sold to take 
care of them. He said that the basis of 
a sale should be the satisfying of the 
actual needs of the prospect. A life 
insurance man should be a good inter- 
preter of the life insurance contract. He 
should be able to construct a program 
of protection for anyone in his com- 
munity. 

D. S. Bromley of Clarksburg, W. 
Va., made some comment on the pres- 
ent conditions in the country and 
saved the role of a prophet in forecast- 
ing what may happen in the future. 
The business session on Thursday was 
brought to a close by the elongated 
manager of Toledo, R. L. Longwell, 
who gave one of his characteristic ad- 


es- 


dresses. 
Banquet in the Evening 


\t the banquet in the evening Presi- 


cent Appleby presided. The Ohio Na- 
tiona! is fortunate in having a num- 
ber of its directors attend the agency 


meetings Thus they get an insight 
into the agency work and come in con- 
tact with the men on the firing line. The 
directors attending the meeting and 
banquet were L. F. Blue, of Marysville, 
R. D. Mitchell of Sandusky, Edward 
G. Kirn of Lancaster, H. F. Rauh of 
Ottawa, Dr. Benjamin F. Leonard of 
West Liberty. 

One of the pleasing features of the 
meeting and banquet was the singing 
of Sam Roberts of Alliance, O., a pro- 
Eben S. Davis, general agent 
company there. Mr. Roberts 
fought in France for two years with 
the Canadian troops. He went over 
the top a dozen times and finally was 
wounded so that his leg had to be am- 
putated. He is now preparing for the 


tege of 
of the 


concert stage. His singing attracted 
wide attention. He has a voice of 
magnificent timbre and range and left 
a splendid impression on those who 


Miss Sadie Blue of Marys- 


ville, O., daughter of Director Blue of 
the company, accompanied Mr. Rob- 
erts on the piano. She gave also one 


Miss Blue is a talented 
woman and contributed much to the 
entertainment of the party. Mrs. D. S. 
Bromley of Clarksburg, W. Va., played 
the violin accompaniment in a most 


vocal selection. 


iinished style. 
The 
Dr. 
one of 
wr.ght of 


speakers at the hanquet were 
Ben F. Leonard of West Liberty. 
the directors; C. M. Cart- 
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and Rev. Mr. Alspaugh of Sandusky, | 
©., who is entering the service of the 
Ohio National Life. 

The following officers were elected 


for the Builders Club of the Ohio Na- 
tional: 


a eee J. W. Millholland 
London, O. 

Vie PO caccccsdvapas W. C. Temple 
Dallas, Texas 

Sec’y & Treas........ Freeman Essex 


Middletown, O. 


OUTLOOK IS BRILLIANT 
FOR LIFE INSURANCE 


(CONTINUED FROM PAGE 1) 





increasing opportunities for the life in- 
surance agent who is abreast of the 
times and who can and will take advan- 
tage of conditions as they exist. There 
is an established tendency to conserva- 
tism at this time, which means the bet- 
ter safeguarding of business interests, 
hence the opportunity for protecting 
large and small business interests by 
means of life insurance will be con- 
In my opinion, the 


stantly increasing. 
outlook for business insurance, both 


partnership and corporation, was never | 


better than at the present time. 

“To indicate that the change which is 
now under way is a matter of fact and 
not theory, I would say that our com- 
pany on May 1 showed $1,300,000 less 
production on an issued basis than it 
did for the same period in 1921. On 
Aug. 15 we showed a gain over 1921 
for the year to date of $4,343,000, which 
represents a net gain in issued business 
in three and one-half months’ time over 
1921 of $5,643,000. 

“We are approaching an era of pros- 
perity in writing life insurance and the 
trained agent who does not take advan- 
tage of conditions as they exist and as 
they continue to improve is missing a 
real opportunity.” 

Emmet C. May, president of the 
Peoria Life, just returned from a tour 


of nine states, speaks of the bright out- 
look on the part of company and agent 
as follows: 

“We find the atmosphere has cleared 
very materially. I do not mean to say 
we have the kind of business that we 
had in 1920, and I think that none of us 
want that kind of business, but we do 
find people who have been without 
money and without credit at their banks 
are now beginning to have some money 
and some credit. In other words, I 
think we have reached the bottom and 
are on the up grade. We have found 
that at many of the banks policyholders 
are able to get financial assistance more 
than they have for many months. But 
better than anything else we find the 
people as a whole are looking at things 
in a different light, and even though 
they do not have money in their pocket 
or in the bank, they have property 
which is going to bring money and they 
are beginning to deal in the future. 

Most Opportune Time 

“We have made a special investiga- 
tion of our territory within the last 
30 days and this is the substance of our 
report, and I believe that right now is 
the most opportune time for a man to 
go into the life insurance business that 
has existed for the past three years. 
Of course when btsiness was good in 
1920 anybody could take a rate book 
and make some money, but if he 
thought for a few minutes he could see 
that hard times must surely teme and 
he would have a hard grade to pull, and 
except just for the moment it was not as 
good a time to go into the life insur- 
ance business as today. Each and every 
month is growing a little better with 
us and with our agencies in the field 
and the very tone of our agents indi- 
cates a splendid business during the 
next six months. Of course we are not 
trying to do any fancy business or any 
high pressure business and are not try- 
ing to break big records. We are trying 
to write the best kind of business, then 
keep it on our books. We try to hold 


our 1920 business, having written $26,- 
000,000 that year. 
for us and we took a good many re- 
newal notes which has caused us some 
termination of business the early part 
of this year, but that is cleaned off now 
and our business is renewing very good 
indeed. For the first six months of this 
year our terminations were a little over 
5 percent and for the same period last 
year they were a little over 4 percent. 
So we feel that the record of our re- 
newals is quite satisfactory. We have 
not experienced lapses from heavy 
policy loans. We were fearful of this, 
but are glad to say our policy loans are 
being repaid and this record is quite 
satistactory to us. Our collections of 
cash are as good as we could expect 
and better than we have expected. If 
we take renewal notes we find that they 
are paid when they come due in a very 
satisfactory manner. 


More New Men 


“Right now we have several new men 
entering the business. Our system may 


be a little different from some of the 
other companies, but we do not take 
very many new men, but try to train 


what we take so they will be success- 
ful, and I think we have more new men 
in training now than we have had at any 


one time during the past four years. 
We are glad to say that the new men 
are making good and are getting busi 


ness, and in many instances are 
it better than the older agent. I 


getting 
think 


this is due to the fact that the old agent 
may have gotten in a rut during the 
past months and is still thinking he is 


waiting for times to get better. while the 
new agent out and the 
business. 

“The sum of my opinion about this 
situation is that the life insurance busi- 
ness never experienced a brighter out- 


just goes gets 


look for a six months period than it 
does right now This is true from a 
company standpoint and from _ the 


agents’ standpoint.” 
Special reference to the retarding in- 


‘ 
| fluence of 
It was a big writing | 





se 
ws 


the present labor troubles 
was made by Ernest C. Milair, vice- 
president and secretary of the George 
Washington Life, though he is certain 
that prosperity is not far off. He com- 
mented on the outlook as follows: 

“I believe that prosperity is not far 
away, but until the labor unrest is set- 
tled I do not see how anyone can ex- 
pect a return to normal times. It has 
been my experience that when the mines 
are shut down and railroad service cur- 
tailed that bad times have to exist. 

“Our agency force, however, has been 
holding itself together in wonderful 
shape, and I am very much _ pleased 
with the results being obtained in our 
new business department. We are writ- 
ing a great deal more each month now 
and have been doing so for a year or 
more, than we did in the hectic days, 
in the war and immediately thereafter, 
and this business is being written with- 
out pressure, and it is of a class far 
better than any we have ever written. 
I am therefore very much enthused, be- 
cause if we can do this with economic 


conditions as they are I foresee very 
fine progress along conservative lines 
when the conditions throughout the 


country have bettered themselves. 

“T believe that the west has recovered 
itself te a marked extent. The south is 
still struggling, although it too is surg- 
ng upward, and I see marked improve- 
ments as regards money conditions 


throughout the tobacco and the cotton 
belts, where, as you know, there has 
been in the last two years or so much 
distress, 


Fewer Hard Time Pleas 


“The lapses and terminations are run- 
ning just about as heavy as they have 
for the past year and a half, although 
I have noticed a slow up in the last two 
or three months. This by reason of 
the fact that we are having fewer re- 
quests for loan and note assistance, 
fewer hard time pleas, and our insur- 


ance agency force has commenced to 
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TWENTY-ONE MILLION DOLLARS IN SECURITIES 


The Growth of Oak—The Solidity of Granite 
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KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inqniry of Integrity 


: The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income, 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

f Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


Snternational Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies wiil be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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move ahead at a faster rate than for 
some time past. 

“I believe that opportunities for the 
industrious, intelligent, enthusiastic life 
agents in the country today, are better 
today than they have been since 1914, 
and because of this, this class of men 
can write a class of business now that 
will net them far greater returns in the 
future than any of the ‘fool’ business 
that was written during the war and the 
flu periods. 

“I am most optimistic as to the im- 
mediate future and I believe that with 
the settlement of the mine and railroad 
strikes that our economic troubles will 
for a time at least disappear, and we 
who have struggled quite hard in the 
management of our institutions during 





these past years may have an opportu- | 


nity to take breath and see things com- 
ing our way.” 


Williams’ 100 Percent Optimism 


A marked improvement all along the 
line, without a cloud on the horizon, 
was seen by M. H. O. Williams, assist- 
ant superintendent of agencies of the 
Northwestern Mutual, who said: 

“In the first place, I feel that the 
bursting of the bubble of inflation, the 
painful but necessary readjustment of 
values and the drastic reductions in pro- 
fits and wages during the past two years 
have been of the greatest benefit to the 
life insurance business as a whole. It 
has brought it back to a sounder and 
saner basis. In the days of easy money, 
excessive profits and almost unlimited 
opportunities for successful speculation 
men bought life insurance in unprece- 
dented amounts, it is true, but not in 
general with any sober, thoughtful 
realization of its relation to their needs. 
The excessive termination rate of the 
business placed on the books during 
those days is an evidence oi this. On 
the whole, a large part of the abnormal 
increase in business over previous 
standards was an unhealthy growth and 
it is fortunate that the period of infla- 
tion ceased when it did. 


Prospects Now Sold 


“For the last two years it has been 
necessary to sell life insurance. Pur- 
chasers have not been buying it because 
of a surplus of income or its appeal to 
their gambling instinct, but quite the 
contrary, because they have been sold 
the idea that it offers the best, if nv 
only, solution of their problems. There- 
fore conditions were never more favor- 
able for the earnest, conscientious life 
insurance salesman who with industry 
and perseverance demonstrates to men 
how perfectly and completely his serv- 
ice will cover their human needs. 


| extent. 


lif we could get 


cerned, the rest would be easy to an- 
swer. 

“Prosperity in Texas, in my opinion, 
depends almost wholly on our picking 
a good cotton crop and selling it at a 
good price. Reports as to the present 
condition of the cotton crop vary to 
such an extent that it is almost impos- 
sible to predict. 

“During July I drove between 1,700 
and 1,800 miles over a portion of the 
state from north to south, and at that 
time, in my opinion, everything was 
very promising. I ieel that a good crop 
at a reasonable price would enable the 
people to liquidate and would put the 
state in good shape. 


Should See Improvement 


“As to what confronts the life insur- 
ance companies this fall, in my opinion, 
everybody connected 
with the business to work as they 
should, everything would be lovely. 
Business is not picking up to any great 
Our lapse ratio this year has 
been very high. Naturally, we expect it 
to improve during the last four or five 
months, as the fall is our moneyed sea- 
son. We are having a great many ap- 
plications for agencies, most of them 
repeaters or men out of jobs, neither of 
which class appeals to us. I have never 
known of a time in Texas when an in- 


dustrious, intelligent and enthusiastic 
life insurance agent could not make 
good. 


“Summing the situation in this state 
up: If we do more than hold our own 
this year, after the several large years 


we have had, I will be very well 
pleased.” 
W. F. Maecallister’s Views 


The present period presents unprece- 
dented opportunities to the persistent 
and enthusiastic agent, according to W. 
F, Macallister, agency manager for the 
Shenandoah Life, who made the fol- 


| lowing comment: 


|} and 


“The improvement in the lapse ratio | 


is marked. A decrease in policy loans 
is another very signfiicant indication of 
a change for the better. Reports of 
general agents from nearly all sections 
of the country are extremely optimistic. 


| 1 fail to see any cloud on the horizon 


as far as our business is concerned.” 
Vardell Watching Crops 
slower movemert of readjust- 
ment conditions in the southwest was 
indicated by T. W. Vardell, president 
of the Southwestern Life, who said: 
“If I could read the signs in the sky 
correctly as to whether we are to have 
rain where it is needed to help out our 
cotton crop, as far as Texas is con- 


The 


ling into the 


“I believe that the balance of this 
year will show up exceptionally well 
in the insurance field, for already the 
worker in the field is showing an ex- 
cellent increase in business. Especially 
is this so in our agricultural sections, 
although we have the coal strike 
and the railroad strike confronting us, 
I find in my travels that the average 
man has taken an optimistic view of 
things in general. 

“The lapse ratio of our company is 
considerably than last year and 
some of the heavy policy loans of last 
year are being paid. Policy loans this 
vear do not even touch what it was 
last year. 


less 


More Careful Selection 


“There are not so many new men go- 
business, but I find that 
with other companies, as with our work, 
they are making a more careful selec- 
tion. The opportunities for industrious, 
intelligent, enthusiastic life agents is 
greater I believe than ever before. In 
general the selection and education of 
our agents gives us not so many 


| mediocre men but a greater number of 


‘ 


educated life insurance salesmen who 
are giving real service to their clients. 

“My honest opinion is that to the man 
who will work intelligently and will 
study his profession there are oppor- 
tunities in the insurance field that are 
excelled by none.” 

Even the spread of improved condi- 





W. W. LANK, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 





A. E. WERKHOFF, President 
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to rural districts was mentioned 
by W. F. Weese, vice-president of the 
Central Life of Illinois, whose optimistic 
views are as follows: 
“The general outlook for new life in- 
surance to be written presents a more 
:vorable outlook in rural districts than 
as since the first six months of 1921, 
twithstanding the unfavorable depres- 
sion incident to unsettled strike condi- 
ns which exist at this particular time. 
The farmer and business man of the 


trons 





smaller cities seem to be much im- 
pressed with the idea that business ot 
all kinds is going to make definite 
strides forward betore the first of the 
vear and that fair prices are going to 
be maintained for live stock and farm 


products, which, if true, will materially 
increase the buying power of rural dis- 
tricts and offer opportunity for the re- 
duction of loans held by country banks 
that have been obliged to curtail loans 
to the small merchants and farmer for 
over a year, 

Felt 


Optimism Everywhere 


“Our agents report that a general 
spirit of optimism is felt everywhere. 
\s an evidence that this condition exists 
as an actuality it may be stated that thé 
request for policy loans in our company 
has fallen off over 50 percent in the last 
30 days and that the lapse ratio has ma- 
terially decreased. 

“More men of character and ability 
are applying for field positions than 
ever before. Young men of initiative 


who realize that life insurance sales. | 


manship is the ‘best paid hard work in 
the world’ are asking for positions that 
will afford them training. Observation 
has pointed out to them that the life in. 
surance business is ready to bestow 
prizes of both money and honor for the 
man who is willing to carry the ‘mes- 
sage’ with honesty of purpose to the 
hundreds of thousands yet 
The business can and will 
such who apply.” 


all 


absorb 


. The Unpardonable 
Offense 


There is one thing that I 
f above all else. 


am tired 
It is only one little 
sentence, but it discourages, disturbs 
and devitalizes me more quickly and 
surely than anything else that I read. 
In brief, it always gets my nanny. It 
ought to be prohibited by law. It al- 
ways comes from a company official. It 
is a damned outrage. It is—‘Our ad- 
vertising appropriation for the year is 
entirely exhausted.” ; 


—H. J. B. 


New Madison, Wis., Agency 


_ The Madison Insurance & Investment 
Company has been organized at Madison, 


Wis.. by Paul S. Warner and A. G. 
Schmedeman to carry on a general in- 
surance business Mr. Warner is presi- 
dent and Mr. Schmedeman secretary- 


treasurer. 

Mr. Warner has been in the insurance 
business for seven years Mr. Schmede- 
man was one of the organizers of the 
National Guardian Life, of which he was 
treasurer when he was appointed minis- 


ter to Norway in 1913 by President 
Woodrow Wilson and served eight years 
He is still affiliated with the company 


and will represent it in his new agency. 
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NORTHWESTERN MUTUAL 
AND DISABILITY CLAUSE 


Vice-President Cleary Gives Posi- 
tion on That Provision and 
Double Indemnity 


WHY THEY ARE OPPOSED 


Ccvcrage Held to Be One for Accident 
and Health Companies—Element 
of Uncertainty Seen 


The 


ot the 


Mutual 
large lite 
United 


sability 


Northwestern Life is 


one very lew Insurance 


the States 


the d 


companies ot not 


Issuing annuity and 


double indemnity provisions. Considet 


able interest, therefore, naturally at- 
taches to the reasons assigned by the 
Northwestern Mutual for its. stead- 
fast opposition to these clauses, as 
outlined in a recent statement by Vice- 
president M J. Cleary In that con 
nection, Mr. Cleary says 

“What I have to say on this subject 
ts not intended as criticism at what 
other life imsurance companies are 
doing. We have no quarrel with them. 


| Our position, however, on this subject 


uninsured. | 








disability annuity and double indemnity 


differs from that of many of them. In 

order to state our position and our 

reasons for it we may make statements 

that have the appearance of question- 

ing the judgment of other companies 

| They are not so intended. 

Coverage Incomplete 
“Many buyers of life insurance need 

accident and disability protection. The | 
life insurance contract contaiming the 


clause now in use satisfies that need in 
part. It does not cover the disability 
hazard in many cases. The assump- 
tion of Hunter’s Disability Table, used | 
as a rate basis by the companies, 1s 
that one person in 1781 at age 30 will 
annually become totally and perma- 


nently disabled and that one person in 
1201 at age 40 will become so disabled. 
General experience shows that one per- 
son in five suffers a loss from disability 
each year. All that vast army between 
these two ratios are unprotected against 
disability loss under the lite imsurance 
policy containing the total and perma- 
nent disability annuity clause. Many ot 
these small. Many of those 
suffering them can afford to carry the 
themselves. Some of these 
losses, however, are great and many a 
policyholder cannot afford to carry the 
even though it is moderate I 
refer to this only to show that a claim 
of complete coverage under the total 
and permanent disability clause in life 
contracts to the least, mislead- 
ing. In good conscience, a life agent 
must tell a client who needs complete 
protection against disability to 
tell a client to supplement his life con 
tract, even though it contains a total 
and permanent disability clause, with 


losses are ol 


losses 


loss 


1S, 


say 


loss 
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TO THE RIGHT MAN 


We will offer a direct contract, providing splendid 
first year commissions, very liberal renewals, and an 
exceptionally favorable arrangement for financing a 
General Agency at the following points: 

Grand Rapids, Michigan 

Chattanooga, Tennessee 

Kansas City, Missouri 

Columbus, Ohio 

Topeka, Kansas 

Des Moines, Iowa 

Sioux City, lowa 


Rockford, Illinois 


Your Correspondence Will Be Treated in Strict Confidence 
Address 
©. J. Lacey, Second Vice-President in Charge of Agencies 
of 


The Minnesota Mutual Life 


INSURANCE COMPANY 
St. Paul 














Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered to Field Men 
of High Character and Ability. A few General Agency openings 
now available. For full information write to nearest address 
shown below: 


E. L. BLACK, State Manager, 
Wheatley, Arkansas. 


J. R. RAILEY, Manager, 

Southwestern Department, 

1951-52 Railway Exchange Bldg., #1 Dallas County State Bank Bldg. 
Saint Louis, Mo. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 


H. S. BRIDGEWATER, Manager, 
Central Department, 

















SAINT PAUL MINNESOTA 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
Write Us 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 




















Insurance in Force $75,000,000 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 


and P ROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. 


and Double Indemnity Provisions. 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 


For Agency Openings Address: 





MUTUAL TRUST LIFE INSURANCE COMPANY 





EDWIN A. OLSON, PRESIDENT 


Assets $7,512,613.17 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


AND PERMANENCE OF MUTUAL TRUST MEN 


GILBERT KNUDTSON. Vice President 


Home Office, 30 N. La Salle St. Chicago, Ill. 
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a health and accident disability cone! 
tract of a casualty company. 


No Unsatisfied Need 


“Every life insurance company gets 
its sight to exist from the state. In| 
turn the company is impressed with an | 
obligation and a duty to the public. An 
unsatisfied need of the public for ac- 
cident or disability protection would 
justify the life companies in satisfying 
that need, if, indeed, it did not amount 
to a mandate to do so. There is today 
no need or demand for disability in- 
surance that is not amply provided for 
outside of the life companies. There is 
a large and increasing number of wel!- 
managed, financially sound companies 





providing this service at reasonable 
cost. A life insurance company can 
therefore fully justify itself in dealing 


with this question uninfluenced by any 
public demand, duty, or obligation. 


“No one can say today where the 
present disability annuity and double 
indemnity clause will lead. Of one 


thing we are certain. If we enter this 
field, we must go where the others go. 
It would be folly to go in upon the 
assumption that the present basis 
marks the limit to which there would 





be occasion to go. There are com- 
panies today issuing policies under 
which they are obligated to pay each 


month as a disability benefit 2 percent 


THE 
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of the face of the policy. There are 
to pay three times the f 
of accidental death. 
one is going to raise the limit on the 
companies issuing these policies. Not 
a year passes that some company does 
not go a step beyond the previous limit. 
No one can foresee the end. 

“We regard our present relations 
with our policyholders, our flattering 
record to repeat orders and our excep- 
tionally low lapse rate as results that 
should be guarded with great care. 
This record must be credited in large 
measure to the fact that we are selling 
a policy that is clear, definite and free 


Some day some 


from controversy. However diligent 
the agent may be, limited disability 
coverage contracts will be misunder- 


stood and will be disappointing in many 
cases. Either disappointment or mis- 
understanding will discourage repeat 
orders and produce lapses. 

Really Health and Accident Cover 


“Double indemnity is accident insur- 


ance and disability coverage is health 
and accident insurance. Contracting 
for ‘them as part of a life insurance 


policy does not change their character. 
A company issuing this coverage be- 
comes a multiple-line company—an 
insurance company, as Charles H. Par- 
sons, president of the General Agents’ 


| companies issuing policies that promise | 


| Association, says, with life insurance 
as one of its lines. : 
“The present day disability clause 


face in the event | 





under which a company agrees to treat 
three months’ total disability as satis- 
factory evidence of permanence, is a 
non-cancellable health and accident dis- 
ability contract, with a three months’ 
elimination period just as clearly as are 
the non-cancellable contracts of the 
casualty companies. Printing the dis- 
ability and accident provisions on the 
same paper with the life insurance 
policy does not change it. 
Called Speculative and Dangerous 


“There is voluminous and convincing 


evidence that the ablest and most ex- 
perienced casualty insurance men in 
this country view the non-cancellable 


accident and health contract as a field 
of endeavor fraught with peril to their 
companies. These men have had years 
and years of experience with a very 
large number of health and accident 
risks. We have no such experience. 
Other life companies have had com- 
paratively little. We do not believe 
that we should hazard the funds of the 
life policyholders of the present and the 
future in this speculative field. To do 
so would be inconsistent with a claim 


of strict mutuality. 
“We do not believe that the North- 
western can issue an ordinary life 
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|} owners of the life 


| of these 


| cause of its certainty 
controversy 


| ing upon 


policy of $10,000 to John Smith, aged 


35, and at the same time issue an ordi- 
nary life policy of $10,000 to William 
Jones, aged 35, with an additional 


clause providing that we will pay $100 
a month to Jones, beginning at the end 
of three months of total disability, 
and continuing until death, or recovery, 
and also agreeing to pay $20,000 instead 
of $10,000 if Jones dies as the result of 
an accident; put these two men in the 
same class and say we are mutual. So 
far as the liability assumed is con- 
cerned, there is nothing in common 
between them except that you have a 
human person as the subject of insur- 
ance in both cases. We could as well 
add $10,000 fire or tornado insurance 
on Jones’ house and put that in. Mu- 
tuality not only contemplates, but re- 
quires that like risks shall be grouped. 
In this case you make Smith a health 
and accident insurer on the non-partici- 
pating plan. The Northwestern, as a 
corporation, has no funds with which 
to engage in this new and speculative 
form of insurance. Every dollar of its 
assets is a trust fund belonging to the 
present policyholders. 

“Are we justified in saying that the 
disability and double indemnity field is 
speculative? This statement is not a 
personal opinion. Three leading com- 
panies that had been in this business 
only a few years—their disability and 
double indemnity business compara- 
tively small and al! freshly examined— 
show in the gain and loss exhibit for 
the last three years losses in excess of 
available funds from disability and 
double indemnity sources of over $1,- 
300,000. Where does the money with 
which to cover this deficit come from? 
In a mutual company it can come from 
only one source—the funds cf the 

f insurance contracts 
vast percentage of the owners 
contracts have no disability or 
indemnity coverage. Is _ that 


—and a 


double 
mutalityv 


Injects Uncertainty and Controversy 


“We believe that life insurance is as 
popular as it is today more largely be- 
and freedom from 
than for any other reason. 
Conservatively, there is no occasion for 
either controversy or investigation in 
more than one out of 500 claims under 
life insurance policies covering stand- 
ard risks Is the policyholder dead? 
That is the important question in pass- 
claims under life insurance 
policies. The answer to that question 
can be and is so certain in 999 of 1,000 
cases that it permits of no argument. 
On the other hand, the health and acci- 
dent business is full of doubt and un- 
certainty. This is not because health 
and accident managements are less gen- 
erous, less fair, or less anxious to please 


than are the life managements. Four 
| years of close, personal contact with 
|} them and their methods justifies my 
statement that in fairness and gener- 
osity they rank high. 

“When is a man totally disabled? 
When is he totally and permanently 
disabled? When does a man who has 


| lowing the 


| 000; Fidelity 


disabled cease to be totally 
causes his death? Did 
jump in? Did he 
or by design? 
or agreement 
these 


been totally 
disabled? What 
he fall in the lake or 
take poison by mistake 
Can you expect certainty 
of opinion about the answers to 
questions? 

“If you cannot, you 
lay, controversy and 

“We should encourage 
to carry protection against losses 
result from disability. That protection 
should be broad enough to cover their 
needs.” 


must expect de- 
litigation 

our prospects 
that 


Sailstad Cases Set 

The federal court at Superior, Wis 
has fixed Sept. 11 as the date for the 
trial of the first of the Sailstad insur- 
ance cases, that against the New York 
Life, involving a $10,000 policy. Fol- 
completion of the first ac 
against the New York Life, suits 
against the following compa- 
New York Life, $20,- 


$10,000, and 


tion 
brought 
nies will be tried: 
& Casualty, 


Travelers’, $5,000. 
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DISABILITY AND DOUBLE 
INDEMNITY AS LEADS 


Many Life Underwriters Find 
Them of Great Value in 
Solicitation 





IS LIKE NONCANCELLABLE 


Some Compare Them With H. & A. 
Forms, Though Used As Supple- 
mentary, Not Competitive 





The double indemnity and disability 
clauses are put to work by many life 
underwriters as the basis for selling 
talks in many cases, some agents using 
these features in practically all solicita- 
tion. They have been found to be leads 
that will overcome many objections and 
a point of vantage in many inter riews. 
The additional protection granted at the 
insignificant additional cost has proven 
a boon to many and a 
means of selling policies where 
would not otherwise have been sold, or 
increasing the face of those being 
sued, There are, of course, many who 
do not believe in the use of this clause 
as a selling lead, some even believing 
that the issue of these two clauses 
fundamentally wrong and not justified. 
They are offered by most companies, 
however, whether added as an additional 
service or as a result of competitive 
necessity, and many life underwriters 
use them in their work, although often 
so unconsciously. 


underwriters 


is- 


is 


doing 


Addition to Life Program 


One of the leading general agents in 
the country has said that all of his men 
use the clause in solicitation and use it 
in probably the majority of approaches. 
He said: “The double indemnity and 
especially the disability clause form a 
very valuable addition to the life agent’s 
program of life insurance offered to the 
insuring public. The ability to obtain 
these two features at practically no cost 
is an opportunity that every insured 
should be apprised of and every pros- 
pect explained. Take the disability 
clause—of what value is a life insur- 
ance policy if the assured should be 
permanently and totally disabled, be 
without finances and be forced to dis- 
continue payments on the policy as well 
as have no further income? It is true 





| lead. 


they | 


that it is an accident and health feature | 


in one way, but it is peculiarly attached 
to life insurance in connection with the 
life policy and should be added as part 
of the life contract. It forms the equal 
of a noncancellable health and accident 
rider on the life policy, with a cost that 
in no case could prove prohibitive. As 
it provides for only permanent and total 
disability it in no way substitutes for 
the regular disability cover, but should 
supplement that cover. It is of no use 
for the current illness or accident, but 
for the permanent disability of the in- 
sured it forms a reliable noncancellable 
disability contract that should be car- 
ried by every insured.” 


Like the Noncancellable 


Another general agent referred to the 
disability clause in the same manner, 
calling it the equal of the noncancellable 
health and accident policy extended to 
he peculiar interests of a life insurance 


olicyholder. He also said: “The 
clause has been found fundamentally 
sound from every standpoint. The un- 


derwriting has been profitable for the 
company and at no time has the clause 
ecome a hazard. From the standpoint 
ot the insured it is all that could be 
red, giving added protection so that 
emergencies are cared for at prac- 
lly no further cost. For the agent 


desi 





it is a business puller. With every- 
body except our competitors satisfied, 
why should it not be considered 100 per- 
cent—and it really should meet with the 
approval of our competitors as well as 
ourselves, for it in no way interferes 
with their business, but rather adds to 
it. Every time we sell a disability or 
double indemnity clause to a life insur- 
ance policyholder we are selling a man 
on the need for disability protection and 
he should then become an active pros- 
pect for accident and health insurance. 


The reason that our two clauses are so 


fundamentally separated from disability 
insurance and should be called comple- 
mentaiy rather than competitive is that 
the provisions as written by life com- 
panies are based on the needs of the 
particular policy being issued and not 


on the accidental hazards of the ordi- 
nary kind. The two clauses are actu- 
ally insurance for the life insurance 


policy and merely cover the emergen- 
cies that are not cared for in the bare 
life policy. With the need for health 
and accident insurance increasing daily, 
the need for protection against these 
hazards as applying to life policies is 
growing.” 
Double Indemnity Questioned 

Several life underwriters have made 
the same comparison of the disability 
clause and all say that it is a selling 
The double indemnity clause is 
not so fully approved. Several have 
also looked upon as a selling lead but its 
existence in the life insurance contract is 
and has been added to the life contract 
only as a means of meeting all com- 
petition. One of the underwriters who 
said that it is a gambling proposition 


is strongly opposed to the attachment of | it 


LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS 


(As Filed With the Governor of Georgia) 


——Six Months—— 


Assets Surplus In Force Income Disbsmt. 
Carolina Life th all aaa a ae 337,597 104,344 11,995,754 $ 454,096 $ 461,130 
Fidelity Mutual .......... 49,368,063 2,343,997 227,103,557 5,701,967 3,827,196 
George Washington ...... 2,770,850 153,573 17,896,680 382,960 
Indiana National .. ~.-- 2,468,461 248,966 15,453,654 245,873 
International eee 2, eas 1,945,673 
Inter-Southern ........ 7,019,673 788,601 60,091,951 $99,825 
Jefferson Standard 18,307,468 700,000 169,176,905 1,968,542 
Lincoln Reserve 869,821 208,206 7,835,543 169,197 
OO "=e 4,397,284 351,758 16,640,655 323,589 
Pilgrim BE. & Lacccecscces 158,811 130.608 $$ i ceecccec 304,798 


the clause said: “The issuance of the 
double indemnity clause is assuredly an 
encroachment on the health and acci- 
dent business and cannot be justified. 
The life underwriter expects the dis- 
ability company to keep strictly within 
the scope of disability insurance in its 
writings and should accordingly dis- 
approve of any such move as would be 
an encroachment on the other's field. 
Furthermore, it is a gamble and for this 
reason does not fit well with the selling 
talk of the life solicitor. Thrift and 
good judgment are supposed to be the 
basis of an interview and yet how can 
this be the case when an agent urges 
the prospect to ‘take a chance’ on the 
double indemnity feature.” 


Calls it Valuable te All 


An answer to this idea of the specu- 
lative nature of the double indemnity 
clause was given by an agent who said: 
“It is no more a speculative plan than 
is any health and accident contract and 
certainly no one would call all disabil- 
ity insurance speculative. It is true that 
has reached its present prominent 





| position in underwriting as a result of 
active competition, but it is an addition 
that works to the benefit of the policy- 
holder and whatever is done for his 
good is for the good of the business. 
As a matter of fact, it has been sug- 
gested by some that there is reason 
for the double indemnity feature for 
travel accidents, for the reason that an 
accident thus occurring takes the in- 
sured without warning of any kind and 
very often leaves his house completely 
out of order. The expense of settling 
}an estate under such circumstances is 

often considerably greater than ordi- 
| narily is true and increased benefits are 
justified. The double indemnity feature 
can be looked upon as an emergency 
stop for the life policy, just as the dis- 
ability clause, and not as a means of 
eliminating the disabliity insurance. The 
latter is always necessary and should be 
carried by every life policyholder, but 
the sale of the disabflity and double 
indemnity clauses should assist in the 
sale of disability cover as it indicates 
that the policyholder realizes the dis- 
| ability hazards.” 





Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 





45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 
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No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 


Low Net Cost 


Wisconsin 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medical! Director 


CENTURY LIFE INSURANCE C 


NO ORGANIZATION EXPENSE 


All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


Managed by men 


e offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 


partments of life insurance work. 


CLAUDE T. TUCK, Secretary 
Occidental Building 
ey INDIANAPOLIS 
Surplus, $100,000 


experienced and familiar with all de- 
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Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 
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Our Complete Protection 
Combination is the ideal form of 


insurance coverage 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medica! Director 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn values, 
makes an Insurance Proposition which in 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 























| LIFE POLICIES ABREAST OF TIMES 


Wonderful Progress Made in Past Quarter Century 


IFE INSURANCE has made won- 
derful progress during the past 


quarter of a century and has con- | 


tributed much to the benefit of man- 
kind. Policies have been liberalized, 


| are most likely to mitigate or avoid dis- 


new features have been introduced, re- | 


strictions have been removed. 
insurance policy today represents the 
history of the business. 
has kept abreast with the times. H. I. 
B. Rice, associate actuary of the Con- 
necticut Mutual Life, sums up the 
leading features of the life insurance 
contract which show the steps in its 


development. Mr. Rice says: 


T HE modern life insurance policy, | 


to a layman, bears but little re- 
semblance to the policy of 50 years 


ago. Through the process of evolu- | 


tion, operating under wholesome condi- 
tions of free competition and, on the 
whole, salutary regulation by the vari- 
ous states, the contract of today has 
evolved by progressive steps somewhat 
as follows: 

“(1) The elimination of restrictions 


A life | 


Life insurance 


las a healthy growth; and eventually 


the hazards of human life when they 


tress to the man and his family; and the 
merits of each such step in the evolu- 
tion of the business should be meas- 
ured by whether or not the funds pro- 
vided do so protect under the right 
conditions and in the right relative 
amounts. 

“In addition to the above enumerated | 
steps in the permanent development of 
the institution of life insurance, there 


was a material growth which did not 
appeal to the sober judgment of time 


the surgeon’s knife had to be applied, 
and what appeared to be an unhealthy 
condition was eliminated. I refer to 


tontine, semi-tontine and deferred divi- 
dend features, all of which appealed 
in more or less degree to the gambling 
instinct in contrast to the unselfish and 


| altruistic motives to whch the primary | 


appeal must always be made. 


as to coverage such as those relating | 


to residence, travel, occupation, and the 
like. 

“(2) The elimination of forfeitures 
on account of misstatements in the ap- 
plication for insurance that are either 
unintentional or immaterial to the risk. 

“(3) The introduction and liberali- 
zation of values in paid-up or extended 
insurance or in cash or policy loans. 

“(4) The introduction and continual 
improvement in plans which provide an 
income to the beneficiaries after the 
death of the person insured, and an in- 
come to the insured in his old age, 
rather than a lump sum; and which pro- 
tect against loss or anticipation of 
funds intended to protect the benefi- 
ciary for her whole lifetime. 

“(5) The introduction and gradual 
liberalization of provisions which pro- 
tect the insured by an income in event 
of his own total and permanent dis- 
ability. 

“(6) The introduction of double in- 
demnity benefits in event of accidental 
death. 


Ur oa above is but the broadest 


outline of certain milestones, 
and of course in point of time these 
steps overlap each other. 

“The two last named are additional 
features of protection for which there 
is an additional charge; but such 
charge is comparatively small because 
the chance of the event happening that 
is insured against is relatively small. 
In granting an income to beneficiaries 
after the death of the insured, usually 
the proceeds of the policy (including 
any accumulation of dividends is the 
sole fund that provides the income. 
Occasionally, however, this fund is 
supplemented and the amount or the 
term of the income is increased; and 


small additional charge. 


steps there has been on the 


“B ACK of all these progressive 


whole the broad principic of making 
the protection as complete and perfect 
as possible by providing funds against 





| that we are a part of a machinery that 


éé E hear a good deal about the 

‘public demand’ in life in- 
surance. There is a question whether 
the public is often conscious of what 


it wants or until properly informed can 


discriminate between what has intrinsic 
merit and what has not. It is the duty, 
therefore, of those thoroughly versed 
in the profession to strive always with 
open mind to perfect protection offered, 
and then go out and educate the public 
to want the right things by making 
clear the real merits and relative value 
of the different features in policy con- 
tracts. In this great undertaking, the 
home office and field must work to- 
gether as a team. 


66] T is interesting to note, when all 

Bis said and done, that 50 years 
ago the companies were issuing, as 
now, annual and limited payment life, 
endowment and term policies. The 
basic structure of life insurance is the 
same and probably always will be; and 
we should not over-emphasize the 
refinements and non-essentials as we 
are apt to do in our keen desire to 
show what vast progress we in our 
generation have made. Our progress 
rests rather on the fact of the benefits, 
direct and indirect, that life insurance 
brings to humanity, and the part we 
have had in bringing such benefits to 
the public in ever increasing measure 
and at a minimum cost. It is wise to 
remind ourselves occasionally that we 
individually are but small cogs in an 


immense machine; but if it happens 


distributes untold blessings, we are 
warranted in the satisfaction and in- 
spiration that comes from a fuller reali- 


zation of the extent of such blessings.” 


IFE INSURANCE today is more 
than protection personal 





along 


; : : | lines, 
in such cases also there is a relatively 


It has entered into business relation- 
Inheritance taxes have brought 
play as the best | 


ships. 
life insurance into 
medium for meeting this demand on an 


estate. 
Business, partner- 
ship insurance has grown by leaps and | 


corporation and 


| bounds. Life 


| tate. The 


eS ———————————————————————————————————————————————— 


insurance thus comes 
into business life as an additional safe- 
guard. More and more banks are re- 
quiring life insurance when a loan is 
made. Life insurance is used to pro- 
vide a sinking fund for obligations that 
have to be met in the future. Many 


| people have found life insurance par- 


ticularly adaptable for bequests to edu- 
cational charit- 
In this way, 
one who desires to make a bequest can 


institutions, churches, 


able bodies and the like. 


deposit a certain sum each year, the 
bequest to mature at the death of the 
policyholder. 


IG ROUP insurance has been another 


line that life insurance has fol- 
lowed, thus contributing to the welfare 
of employers who have 50 employes or 
Many institutions and industries 
taken insurance for the 
benefit of their employes, thus being 
able to discharge a moral obligation 
to make employes better satisfied and 
to bring about a better feeling. 
Life insurance 


over 


have group 


companies not only 
enable a man to create an estate but 
today they are administering this es- 
monthly contract 
has been one of the big developments 


income 


of later years. This enables a person 


| to leave insurance payable every month 


to the beneficiary, thus enabling the 
family to have its monthly allowance 
as before. Lump sum settlements were 
often found to be objectionable be- 
cause insurance gotten in this way was 
dissipated in foolish investment. 
F  gensciense development in life in- 
surance has been the educational 
policy providing a sure educational fund 
for a child when he enters the higher 
institutions. Thus the death of the 
head of the family would not force the 
child to go to work. The educational 
endowment thus provided enables the 
policyholder to carry out the 
had formulated for his family. 
Life insurance has provided a fund 


plans he 


for various contingencies that come to 
men. The major contingency perhaps 
is death. However, there are others 
that call for funds to meet a crisis. Life 
itself to 
It is the great service 
giving institution in the country today. 


insurance has thus adapted 
many missions. 





Aid in Inheritance Tax Cases 


A valuable aid for the agent in his 
solicitation of life insurance for inherit- 
ance tax purposes has been prepared 
by Jens Smith, Chicago, general agent 
for the Pacific Mutual Life. Mr. Smith 
has drawn up a very readable and 
forceful outline of the ravages on 
estates of inheritance taxes and _ the 
need for protection in the form of life 
insurance. The exact status of this tax 
under Illinois laws and the interest of 
men with large estates is given. The 
opinion of Elihu Root is quoted and a 
page is devoted to examples from re- 
cent notable cases of estate shrinkage. 
The value of lite insurance is vividly 
pictured. This material is put into the 
hands of the prospect for study, with- 
out further effort on the part of the 
agent. The prospect will practically al- 
ways read it and study it. It thus 
firmly plants in his mind the need for 
this protection so that upon the fol- 
low-up call the agent can immediately 
get down to business. The prospect 
for a large policy is usually too busy to 


| give sufficient time to work out the en- 
| tire plan at one interview and thus the 
| pre-approach in the form of this book 


has been adopted. Mr. Smith has found 
results from this line of effort. 
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Three Salient Points 
In Life Insurance 


——_———————J 





UCH has been published, and 

more will be published in advo- 
cacy of life income insurance. But 
a concise statement of the value of 
that kind of insurance for family pro- 
tection can be made by citing three 
salient points. 

1. Its protection is complete, abso- 
lute, permanent. 

2. It is unshrinkable. When aman 
makes his own investments, or estab- 
lishes a trust, all losses fall on him. 
If the insurance company sustains 
losses they are repaired from the 
surplus of the corporation. They can- 
not fall on the beneficiary who re- 
ceives this income—it is unshrinkable. 

3. The large returns if the benefi- 
ciary’s life is prolonged. If the recip- 
ient of a monthly income of $100 lives 
for 50 years the total return will be 
$60,000.—Agency Items. 





Oklahoma’s Successful Course 


The success of the first free course of 
life insurance salesmanship to be of- 
fered by any state university, recently 
completed at the University of Okla- 
homa, makes it certain that the school 
will be a permanent unit of the uni- 
versity’s summer session and probably 
of the regular sessions as well. This 
school was the result of cooperation 
between the board of regents of the 
university and the Oklahoma Under- 
writers Association, wherein each body 
pledged support both morally and finan- 
cially. Considerable credit for the suc- 
cess of the experiment is due H. L. 
Muldrow, president of the board of 
regents and state manager for the Min- 
nesota Mutual, and Marmaduke Corbyn, 
president of the Oklahoma Under- 
writers Association and general agent 
for the Central States Life, both of 
whom devoted a great deal of time and 
spent their own money in guaranteeing 
the success of the school. 

In addition to the regular faculty 
men, the school was honored by special 
lectures by several of the big men in 
the profession, among them E. W. 
Randall, spresident of the Minnesota 
Mutual Life; Frank Trosper, vice-presi- 
dent of the American Life, Detroit; 
\V. B. Burress, general agent Provi- 
dent Life & Trust, Kansas City, Mo.; 
Courteney Barber, general agent Equit- 
able Life of New York, Chicago; 
Stewart Anderson, Pacific Mutual lit- 
erary department, Los Angeles, and Al 
Farmer, New York Life, Tulsa, Okla. 


Mutual Benefit’s Detroit Meeting 


The Mutual Benefit Life has notified 
its Michigan field representatives that 
Vice-President E. E. Rhodes will be in 
Detroit Saturday, Sept. 16 and the sec- 
tional meetings in that state, as well as 
the Detroit meetings Sept. 11 and 12, 
have been cancelled, so that the one im- 
portant meeting will be held there Sept. 
16th at the Hotel Statler, including a 
dinner in the evening. 

Oliver Thurman, superintendent of 
agencies, and W. H. Tennyson, assist- 
ant superintendent of agencies, will also 
spend Friday, Sept. 15, in Detroit, com- 
ing in advance of the general meeting. 

While ladies will be privileged to at- 
tend any of the meetings, they are espe- 
cially invited to the dinner in the 
evening at the Hotel Statler. 








Miller Flade Agency Manager 


James M. Miller has been appointed 
agency manager of the Idaho State Life. 
For many years he was a large personal 
producer and later general agent of the 
State Life of Indiana. He was one of 
the organizers of the Montana Life and 
served a period of nine years as secre- 
tary and treasurer. He was manager 
of agencies of the Occidental Life of 
Albuquerque, N. Mex., until June 1, 
last. 





PENN MUTUAL’S BIG MONTH | 


August Was Best August in Company’s 
History—Total for Year is 10 
Percent Increase 





Paid business of the Penn Mutual for 
August totaled $11,542,000, which was 
$1,487,000 over August, 1921, and was, 
moreover, the best August in the com- 
pany’s history. Paid insurance for the 
first eight months of this year amounted 
to $104,317,000, which was $10,993,000 
more than for the corresponding period 
last year. Paid business in the Phila- 


delphia agency for the first eight 
months of 1922 totaled $10,461,000, com- 
pared with $9,453,000 for the corre- | 


sponding period of 1921. Last month’s 
total of paid business at the Philadelphia 
agency was $933,868, an increase of 
$201,000 compared with August, 1921. 

Officers of the company say they 
notice no difference between the ratio of 
lapses or of cash-surrender options of 
policies issued during the life insurance 
boom years, during the war and direttly 
thereafter, and the ratio of such termi- | 
nations of other policies, 


Plan Portland Managers Association 


A committee of life underwriters at 
Portland, Ore., is working on a scheme 
to organize a life managers’ association. 
E. A. Strong, president of the Life | 
Underwriters’ Association of Oregon, 
named the committee which is as fol- 
lows: Clarke Nelson, Equitable Life; 
Frank Emery, Bankers’ Life; William 
McConnell, Pacific Mutual; H. R. Al- 
bee, Northwestern Mutual, and Thomas | 
Binder, Equitable of Iowa. 


App-A-Week Winners 


In the July-August App-A-Week con- 
test, conducted by the Minnesota 
Mutual, four men qualified for the 
highest prizes, writing six-a-week each 
week for eight consecutive weeks. The 
winners of the big prizes were: V. H. | 
Brock, of the W. A. Brock agency 
at Sedalia, Mo., A. A. Truelson of the | 
Eliason agency; C. E. Gentry of the | 
W. A. Brock agency, and K. E. Mason } 
of the North Dakota agency under C. 
H. Simpson. Altogether some 40 men 
qualified for prizes in the App-A-Week 


contest. It is the company’s inten- 
tion to repeat the affair later in the 
vear. 





Plans for Agency Convention 


Secretary Cartinhour has announced 
that the Provident Life & Accident will 
hold its annual convention at the home 
office Dec. 28-30, the headquarters to be 
at the famous Signal Mountain Inn on 
Signal Mountain. An allotment has been 
set for agents in each department and 
Mr. Cartinhour has set the figures well 
within the reach of all agents. This 
year the company will erect a new home 


office building, adjoining its present 
building and it is hoped to have the | 
structure ready for inspection for the | 


agents who will attend the convention 


Palmer on Canadian Trip 


Deputy Insurance Commissioner R. 
A. Palmer of Michigan has been in 
Canada for the last two or three weeks 
examining the Sun Life and Canada 
Life. He went to Swampscott, Mass., | 
to attend the meeting of the Insurance 
Commissioners Convention this week. 





1845-1922 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance com- 
panies in the United States. 

Through the wars, panics and epidemics of 
over three-quarters of a century this Company has 
been safe and secure as a purely mutual organiza- 
tion writing pure Life Insurance to protect Ameri- 
can homes and businesses. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 
NEWARK, N. J. 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 





ND nnasncesncesanechadessséoneseccesséuaresssnveasaceused $28, 308,449.13 
Stunde nanescecserteeeteressseheqnesssesidaadons 25, 109,146.04 
Capital and Surplus............... IE EE ER ... 3,199,303 09 
TLS TEE TL EEE ES 214,188,461 00 
es Ot RG. . acccnvdceeereeneedsiuashende 1,897,435.45 
Total Payments to Policyholders since Organization............. $27,720,705,42 


JOHN G. WALKER, President 














Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign 
of the Declaration of Independence. | 
In 60 years it has grown to be the largest fiduciary institution in New England. 
Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent F ond providing protection against all emergencies. Total Assets, $239,693,000; Policy- 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 
Policy contracts include all equities and options. 
Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 








INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 














WA N T E D District Managers for 
Lima and Cincinnati, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 








N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 


represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. I. D. WALLINGTON, Supt. of Agents 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ves, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Liie Insurance Forms Prepared. 
Me Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 
1523 Association Bldg. 19S. La SalleS t. 
Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
Consvuttine ActuaRY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 








Actuaries & Examiners 
OHNE HIGDON tse Ben 


Kansas City, 























HOME a INSURANCE co. 


WM. A. MARSHALL President 
The 62nd Annual 1] Report s shows: 
Premiums received during the 
ee reese $6,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 


Ses. wceanccenevencknedes eeceee 4,740,340 
Amount added to the Insurance 

ee rere 2,121,307 
Net Interest Income from Invest- 

MAEM cccnccccccccccccceccocccscesce 964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.4% 

of the amount expected. 
Insurance in Force.........+++++ «+ »$223,116,887 
I, i eee 43,222,328 


FOR AGENCY APPLY TO 
W. A. a. Seer. & SONS 


Central and cape Ohio and Northers 
ent 
Rooms 601-606 The Pe, Sat Bidg. 


Fourth 
CINCINNATI, OHI 
HOYT W. GALE 

















MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














TALKS WITH LIFE INSURANCE MEN 














sé NE thing that I notice about busi- 

ness just now,” remarked an 
agency manager last week, “is that our 
men are going after only one class of 
prospects. From various sources they 
have had it drummed into their ears 
that they must get after the prospects 
that are able to buy life insurance, and 
ignore the others. As a result, we find 
life insurance men going after only 
those who might be referred to as the 
shining marks. They are the conspic- 
uous men of the community, and those 
who are able to buy life insurance, or 
anything else in rather generous quan- 
tities. 

“This tendency to center the selling 
attention upon the prominent men of the 
community means that the average man, 
the prospect able to buy from $1,000 to 
$10,000 of life insurance, is not getting 
the attention to which he is entitled. The 
agents of the country are going after 
the big men and passing up those who 
are, after all, the best prospects. 

“The Metropolitan Life has the right 
idea on this thing. It sends its men 
out and makes them canvass up one side 
of the street and down the other. It 
does not overlook a single bet. It does 
not have offices in the down town dis- 
tricts of large cities, but establishes 
offices in the outlying sections. Its men 
close probably 50 percent of their busi- 
ness at night. They get right into the 
homes of people and write their cases. 

“It is this sort of thing that we need 
and need badly today. Our men should 
be soliciting every possible prospect, 
instead of passing up half a dozen in or- 
der to reach one conspicuously success- 
ful man. There has been so much talk 
about carefully selecting prospects, that 
I believe the average life insurance man 
is failing to solicit many who can buy.” 

i 

‘6 E needn’t be alarmed over the 

development of combined savings 
and insurance,” said A. D. Bonnifield, 
general agent of the Union Central Life 
at Kansas City. “It may be a fine thing 
for us in the end. You remember that 
many life men were distressed because 
the government went into insurance— 
yet we have benefited in the ultimate 
reaction. It will be the same way with 
the bank-life insurance incident. Any- 
thing that advertises life insurance and 
helps to educate people to it will help 
the profession—for after all the bulk of 
life insurance will always be sold by 
real life insurance men, and the more 
the people know about life insurance, 
the more will be sold, and the easier it 
will be to sell.” 

* * * 

One of the companies has been in- 
terested in an experiment it has tried 
within the last two or three months. It 
has been sending out ten days before 
the close of the grace period a letter to 
policyholders stating that if they found 
themselves unable to pay the premium, 
a premium note could be taken which 
would extend the payment a certain 
time. The company concluded that it 
would cease sending out these notices 
and wait until the grace period had 
passed. It sent its notice out 10 days 
after the policy had expired. It has 
been counting up the results and finds 
that its premium notes have decreased 
something like 33% percent. In other 
words, it figures that because it has not 
sent out the notice about the premium 
notes before the grace period expired 
more policyholders are actually paying 
their premiums. They did not know 
about the premium note plan. It is 
true that premium notes saved consid- 
erable business. At the same time, the 
idea of giving a premium note was 
suggested to many who would have paid 
cash. Thus the premium note fund has 
been considerably reduced. 

* ¢« * 

Life insurance men and particularly 
those in the large cities report a marked 
increase in business so far as corpora- 





tion cases are concerned. During the 
last couple of years, business life in- 
surance has suffered a severe set-back, 
owing to the fact that the proceeds of 
the corporation policy were taxed. With 
the removal of this tax a big field for 
business of this character is opened up. 
Life men are commencing to get after 
corporation cases, and as a result a 
number of big policies have been written. 
As the year progresses there will un- 
doubtedly be a decided revival in the 
writing of business of this kind. 


* * 
LIFE insurance agent in going 
over his business remarked the 
other day that he had met with great 
success in selling people in the baking 
business. The price of bread has not 
been reduced to any great extent. The 
price of wheat has ‘dropped to about a 
$1 a bushel. This has enabled the 
bakers to make a good clean-up on their 
product. He says that there are other 
lines of business that are in equally as 
fortunate a position. 
* * * 

“I notice that the men in this office,’ 
said a personal producer in one of the 
large offices the other day, “are more 
optimistic than they have been for many 
months. There is a better spirit about 
the office, and I believe that the average 
life insurance man here is very much 
encouraged over the outlook. It is 
certainly true that life men generally 
are getting fewer turn-downs today 
than a few months ago. They are 
more frequently being told to come 
back. The prospect instead of giving a 
flat ‘no’ for an answer, says that he will 
think it over, and asks the agent to 
come back in two or three weeks. More 
cases are being closed, and a better list 
of live leads for the future is being 
accumulated. I see every evidence of 
an increased business during the re- 
mainder of the winter. When the men 
themselves are in a better frame of 
mind, it follows naturally that business 
comes easier and in larger quantities.” 

* * * 

“I sometimes wish that I had a policy 
for sale containing no cash, loan, or sur- 
render values, and providing simply life 
insurance,” declared an assistant gen- 
eral agent recently. “There has been 
so much talk about service, and so 
much discussion of what provisions fa- 
vorable to the policyholder that are to 
be found in the average life policy that 
many life men are getting away from 
the main issue. What we are selling is 
protection. We want to provide the 
men that we solicit with protection, first 
of all. The other stuff is incidental. It 
should not be given so much impor- 
tance. I am trying to steer away from 
it as much as can in my soliciting 
work. I ge to a man and tell him 
that I have life insurance for sale, that 
he has dependents, and that he needs 
protection. That is about all there is 
to the life insurance story, anyway. 
When a salesman commences to de- 
vote his energy to an explanation of 
this, that or the other frill or feature of 
the life policy he is getting off the main 
track. I am in favor of life men center- 
ing more of their attention upon the 
main subject—protection.” 

* * * 

A life insurance man the other day 
in speaking of the attempts of Samuel 
Untermyer, general counsel for the 
Lockwood housing committee of New 
York, to bring life insurance in disre- 
pute, said that no one in Mr. Unter- 
myer’s position will get very far when 
animus is shown. He said that when 
Charles E. Hughes was acting as the 
prosecutor in the life insurance inves- 
tigation years ago, he aimed to get at 
the facts. He had no prejudice and 
he was not endeavoring to “show the 
companies up.” This man said that the 
American people are fair-minded. They 
take no stock in anyone that is trying 


to gain an end through malicious at- 
tacks. He said that Mr. Untermyer’s 
questions and his whole attitude showed 
that he had a deep seated prejudice of 
some kind against insurance companies 
and tried in every possible way to ridi- 
cule them in the public press. This 
man said there has been a reaction. 
The people understand Mr. Untermyer’s 
aim. This man said that when life in- 
surance is in the wrong and is guilty 
of unfair dealing it should be exposed. 
He stated, however, that to the best of 
his knowledge and belief the life insur- 
ance companies as a class were being 
conducted today on fair and equitable 
lines. He thinks that the people can 
be proud of the manner in which these 
organizations are being operated. 





Bishop Fallows’ Death 


Bishop Samuel Fallows of the Re- 
formed Episcopal Church at Chicago, 
Civil War veteran, civic worker, prom- 
inent in many activities, who died this 
week, had been the chaplain of the 
Chicago Life Underwriters Association 
for 30 years. He was characterized as 
the “soldier divine.” President Darby 
A. Day of the Chicago Association ap- 
pointed the following committee to 
represent the organization at the fun- 
eral: Dr. H. C. Castor, L. Brackett 
Bishop, Franklin Wyman, S. T. Chase 
and W. M. Hammond. 





Corell Made Deputy 


H. B. Corell has been appointed sec- 
ond deputy commissioner of insurance 
for Michigan. He has been with the 
department for four years as chief of 
the fire rating division. Mr. Corell is 
one of the able men in Michigan who 
has been greatly interested in his work. 





Tuttle Forced Out 
William E. Tuttle, Jr.. New Jersey 


insurance commissioner, is convales- 
cing from an attack of neuritis which 
obliged him to cancel all speaking en- 
gagements and abandon his campaign 
for the Democratic gubérnational nomi- 
nation. 


Writes Old Policyholders 


During August an unusual record 
was set by J. R. Weese, Lewistown, 
Mont., of the Minnesota Mutual. 82% 
of his business for the month was on 
old policyholders. 





Life Notes 


F. J. Uehling. president of the Com- 
monwealth Life of Omaha and vice presi- 
dent of the Standard Life of St. Louis, 
Mo., has moved from Cmaha to St, Louis 
where he will make permanent head- 
quarters and have charge of agency 

K. McElrath, agency cashier for the 
Nebraska agency of the Mutual Life of 
New York, was married last week to 
Miss Marian Townsend, daughter of 3 
W. Townsend, Omaha manager for the 
Mutual Life, 

Ed. S. Renner, special agent for the 
Connecticut General Life at Akron, O., 
announces the birth of a son, John 
Church Renner. Mr. Renner is one of 
the most popular of the younger life in- 
surance men of Akron. 


The offices of the Royal Union Mutual 
Life in Kansas City have been moved 
from the Shukert building to the Orear- 
Leslie building on Baltimore avenue. 
For more than 20 years the Royal Union 
offices were in the Shukert building, but 
with the growth in business larger and 
more convenient office space was neces- 
sary. 

Another prominent Salt Lake City life 
agent has decided to move to the coast. 
The latest to announce his intention of 
doing so is Leo J. Muir, who is a for- 
mer superintendent of public instruction 
of Utah and the present head of the Pro- 
gressive Business Men's Club. He will 
leave that city in the near future for 
Los Angeles, Cal. 

O. J. Lacy, 2nd vice president of the 
Minnesota Mutual, in charge of agencies, 
will be out in the field during the greater 
part of September, visiting and _— 
ing agencies in the middle west. He w 
also attend the convention of the W. A 
Brock Agency at Sedalia, Mo. Mr. Lacy 
will return by way of Milwaukee to at- 
tend the meeting of the American Life 
Convention. 
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Appeal of Life Insurance to Salesmen in 
Other Lines; One Man From Commercial 
Field Tells Why He Is “Sold on Business” 


BY C. R. HEBERLING 


W surance to the 
fines? 
surance business? 
1. Its certainty of results. 
2. Its definite and growing 


salesman in other 
What sold me the life in- 


im- 


portance in our personal and business 
economy. 

3. Its possibilities as a financial 
business, with myself as a factor in 


the business equation. 

For many years I have analyzed my 
own problems financially. By detach- 
ing myself from the problem and sub- 
stituting another, I find that every 
man’s thought about money travels 
essentially the same course. Our laws 
identifying contracts and property, and 
its alienation or descent, direct our 
thought. 


Life Insurance as Method 
of Creating Estate 


I found life insurance contracts had 
some very unique and distinctive feat- 
ures possessed by no other methods of 
creating an estate for future use. 

They possessed the principle of safety 
through diversification of investment 
over a large field geographically and as 


regards independent units of popula- 
tion, 

They guarantee the payment of a 
definite sum of money at a time either 
certain or undetermined. 

The performance of insurance con- 


tracts is assured by the enforced main- 
tenance of an adequate reserve and by a 
self feeding process in which the law 
of average is a positive factor. 

They have been defined and unified 


through centuries of legislation and 
adjudication. 
Nothing approaches in stability of 


value the parallel that may be drawn 
between life insurance and our na- 
tional currency. 

Life insurance is certain to have the 
essential conditions of its contract per- 
formed, following the payment of the 
consideration. 

The foregoing gives 
necessary for sustained 
sales work. 


the faith 
enduring 


me 
and 


Importance of Insurance 
in Business Economy 


Now as to the second feature: “The 
definite and growing importance of in- 
surance in our personal and business 
economy, 

Since insurance companies have func- 
tioned as mediums for the creation of 
estates for use during life as well as 
subsequent to death, their field in busi- 
ness has broadened and I doubt if many 
realize the part insurance will play in 
the process of placing a money value 
on the services of persons. 1 mean, 
in other words, that the content of a 
mind and memory as applied to a busi- 
ness has a positive asset value in that 
business. 


For instance, a person receiving 
$5,000 a year income from a_ business 
should represent the equivalent of 
$100,000 in money turned over once a 
year at 5 percent net or $20,000 turned 
over five times at 5 percent net, or 
$50,000 turned over once a vear at 10 
percent net, or $25,000 capital at 20 
percent net on a single annual turn- 
over, 


\ business of any kind therefore has 
“un insurable interest in the capital 
value_of its human composition. 

_ The above then has its relation to the 
business created by a marriage con- 
tract, giving one party an insurable in- 








HAT is the appeal of life in-| terest in the other party to the contract 


based on his or her productive value. 

The application of insurance valua- 
tions on the personnel of homes and 
business, in my opinion, makes insur- 
ance the biggest business in the world. 
The fact that it has not yet attained 
its full development, insures me a 


place in helping bring about that re- | 


sult, in which I believe can serve as 
long as I choose. 
What Attracts Men to 

Sell Life Insurance 

In the third division of my subject 


I shall consider myself as any other 
person and believe that the “essential 
reasons why the selling of life insur- 
ance attracts me would be warrant for 


what would attract others into the busi- | 


ness.” 

Insurance is a_ financial 
recognized and accepted by all other 
business. As a business for me I, like 
others, expect a financial return con- 
sistent with my value as a producing 
nit. I believe most salesmen look at 
the money return to them as a very 
important factor in the choice of a 
business. 

Looked at with “time” to influence 
choice, I believe a large percentage of 


business 


now participating in it as a means of 
livelihood, when they are made to fee! 
as I do, that they can perform a very 
high grade professional service in help- 
ing persons place the proper money 
value on themselves, in connection 
with their obligations. 

Furthermore, I believe the responsi- 
bility one owes his fellow man to help 


him avoid the pitfalls made for him 
and those depending on him is reason 
in itself for one seeking to sell the 


safety and protection of imsurance. 


' 


I like to think of my insurance as a | 


protection against my own need in life 
and against the need of my family 
should my value to them be impaired 
by accident or death. 
Paul at Athens Was 

Master Salesman 

You all remember Paul, the 
He was a master salesman. He 
Athens and found the Athenians 
erected a lot of images to their gods, 


apostle 
went to 


but only one image to the Unknown 
God. 
Paul told the men of Athens they 


were too superstitious. He knew how to 
stick to his subject and not be diverted. 
He was bantered aplenty. He _ told 
them: “I represent your unknown God.” 
Instantly he excited interest. 


had | 


Can you imagine a better approach to | 


a sale? Casting confusion and doubt 
in the minds of the Athenians when 
he said: “You are too superstitious.” 


He helps them back to reason in the 
statement—“You have a lot of 


gods.” 


The contribution of Mr. Heberling is of peculiar interest to life insur- 
ance men because it gives the viewpoint of a sales manager in another 


line of business, who has entered life insurance. 


Mr. Heberling for some 


time was the sales manager for Proctor & Gamble of Cincinnati, well known 
soap manufacturers. He has studied salesmanship from various angles. He 
tells why he is entering life insurance and points out the features of the 
business that appeal to him. He has just become general agent of the Ohio 


National Life at Dayton, O. 


salesmen feel, that their chances 
gecting quick return for their services 
and in larger amounts are better in the 
purely commercial field where they can 
sell, objects in which advertising, repu- 


tation of the house, and other things 
serve to connect the salesman with 
something that has both a property 


value and an indentity. 


Salesmen Unwilling to 
Do Missionary Work 


Most salesmen want the comforts of 
life and want them quick. They are un- 
willing to pioneer, or do missionary 
work and smile at hardship. They 
want intensive ripening of the fruits of 
their labor. So much has been written 
and published on the subject of mass 
production, that one can’t be blamed 
for justifying that method Salesmen 
would rather call on manufacturers or 
jobbers than on retailers or consumers. 
It is a known fact that many men 
calling on consumers make more actual 
cash than men calling on the larger 
buying units. I know a salesman of 
advertising gummed tape to use in 
place of twine that schedules an in- 
come of $15,000 a year on his income 
tax return. I know a young man sell- 
ing silk hose from house to house that 
makes over $6,000 a year. The average 
salary and expenses of the men in the 


entire sales organization of a large 
manufacturer totals less than $4,000 a 
vear. 

In my humble opinion, real sales- 


men will be very strongly attracted to 
life insurance as a business when they 
are made to realize they can make big 
money in it. 

I furthermore believe that insurance 
can be popularized with salesmen not 


of | 





Hope for Personal Benefit 
Is Basis for Most Sales 


by 


Next, he gives them “Hope” say 
ing: “I represent the only God you 
don't know.’ 

Hope of some personal benefit or re- 


lief is no doubt the basis for most sales. 
Paul sold many. People wanted him 
to stay and sell others religion. 


He couldn't sell a lot of Jews 

He knew just what to do. He left. 
He didn’t stop working. He knew 
where to go to make sales. He said 
“Your blood be upon your own heads. 
I am clean: from thenceforth I go 
among the Gentiles.” 


Real Vision of Life 
Insurance Will Attract Many 


of the lite 
believe it 


insur 
will at 


vision 
and I 


Give men a 
ance business 
tract many. 

It offers 
personality. 

It requires little cash capital to start. 


latitude for the growth of 


It offers employment regardless of 
gray hairs 

It is a business that will in degree de- 
scend to heirs by contract and by ap- 


propriation 
I know of sons stepping into fathers’ 
shoes. 


Compe nsation is equitably related to 
the quantity and quality of one’s en- 
deavor. 


known | 


Baldwin Piano Company told me that 
they canvass every home in the city 
about three times a year. Their records 


show that on an address or house num- 
ber basis roughly two out of every four 


homes are new on each canvass. To 
illustrate, one of their men canvassed 
as is their habit, a certain block in 


Covington in the morning, reporting on 
every home. In the afternoon another 
salesman canvassed the same block and 
sold a_ player piano Investigation 
show that on an address or house num- 
was made was reported not at home 
by the man making the call in th 
morning. This was one of several cases 


in which he told me of similar results. 
He used this illustration to show m« 
why Baldwin's business has been con 
sistently good through good years and 
bad. Their men who make the calls 
make sales. 
How Typewriter Salesman 

Was Put on Right Track 

Another case. \ typewriter sales 
man admitted he was a failure and 
wanted to quit because he owed the 
company money on his drawing a 
count. His manager said: “From to 
morrow on I'll pay you 10 cents for 
every call you make where you say 
“IT sell typewriters. Will you need 
a typewriter soon? Here’s my card. 


lelephone if you or any one you know 
wants a machine. I'll call promptly.” 
In 30 days this man was among the 


leaders and in three months led his 
office in sales. 
Have Sales Plan and 

Arbitrary Objective 

My own experience has shown me 
that the law of average works in busi 
ness, and there is a ratio of sales to 
calls upon which one may base a sales 
plan working toward an arbitrary ob 
jective 

That objective may be $100,000, 
$250,000 or a million of paid business 
|} per year. When I learn the ratio of 
sales to calls in my own case I can, I 
believe, begin to build volume by an- 
alyzing the character of my calls and 
the capacity of my prospects 

With that knowledge I believe I can 
place myself in the classification of 
either not enough calls or not the right 
kind of calls 
Incomes Compared with 

Commercial Salesmen 

There are enough successful sales- 
men in the insurance field to make the 


This last would mean a fatality if life | 


insurance and ordinary business sales 


. ' 
work were compared—iatal for business | 


methods of compensating salesmen in 
many lines of business 

I want to close with two illustrations 
drawn from business. 


The Cincinnati sales manager for the 


commercial salesman sick when 
believe that 


average 
incomes are compared. | 


the tendency is for all salesmen to 
want to hit the high spots. Most com 
mercial salesmen think an insurance 
man hits nothing but low spots. There 
are plenty of good men willing to hit 
any kind of spot if they are shown they 
can pay feed, rent and clothing bills 
and build a business that in a sense 
belongs to them no matter what their 
company affiliation may be 

There will always be slackers—but 
fewer if they know where they ar 


going and what they are expected to do 

that they med to be more im 
portant the needy 
If they promoting 
one of 


our 


’ 


are des 
units serving 
that they ar 
the 90 percent 


to failure, as 


social 
know 
son ot 


nesses destined 


busi 
tatis- 
Say. 

insurance business is a 
and insurance 
lives How can a salesman who 
wants to work stay out of the in 
nee field if he knows 90 percent ot 
the commercial sales departments must 
under the law of averages, and 
runs the risk of the 
years of work if stays 


proven 


success companies live 


long 
re ally 


sufa 


change 
that he 
benefits 


losing 


of he 


' 4 
in commercial business. 


]1 expect the answer is: Men will face 
danger and grin, speculating with their 
time well their life. 


as as 
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Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 


TwogeneralAgenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 
Des Moines, lowa 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 

















SOME ANSWERS TO OBJECTIONS 











NE of the interesting features of 
O the annual agency convention of 

the Security Life of Chicago, held 
at the home office, was the rapid-fire 
series of answers to common objections. 
A list of some of the most common ob- 
jections was read and certain of the 
leading producers, men who had quali- 
fied for the company’s producers’ 
club, were called upon to give immedi- 
ate answers not to exceed one minute. 
The following were some of the answers 
given: 

“T can’t afford it.” “Can you expect 
to live?” “No.” “Can you afford to 
die?” 

“T have all the insurance I need.” I 
solicited a man a short time ago who 
said that. “How much?” I inquired. 
“$2,000,” he replied. “Man, does the in- 
come on $2,000 represent your earning 
power, would it support your family? 
Would $15 or $20 a month take care of 
your wife and daughter as you take 
care of them?” 

“I want to pay my present debts 
first.” “If you want to pay your debts, 
then buy life insurance, because you 
may not have time enough to pay them. 
If you die before they are paid, would 
your creditors be paid?” 

“IT want to talk it over with my wife.” 
“If you were down town and had noth- 
ing in the house at home to eat, would 
you consult your wife before buying 
some groceries to take home with you? 
Life insurance is the most important 


item in your budget.” 
. = © 


” 


“T am single and do not need it. 
“Because you are single is the reason 
you should buy the policy. No doubt 
you expect to be married, at any rate, 
you probably will live to be an old man. 
You are going to need the protection for 
yourself. Your parents have cared for 
you, given you an education, and you 
should make provision for them so that 
they may be compensated for the sacri- 
fices they have made for you up to the 
present time.” 

“IT am not ready just now. I will 
take it later.” “All right, Mr. Brown, 
I will agree to that on one condition. 
If you sign a guarantee that you will be 
able to pass the examination later.” 

“IT can save my own money.” “Well, 
that’s exactly what we want to help 
you do. Save it now and get it back for 
your own use in later years.” 

“I do not believe in insurance.” “I 
had a man in Arkansas tell me that he 
did not believe in insurance, had all he 
could do to support his family without 
supporting a life insurance company. I 
replied, ‘Buy the insurance, and let the 
insurance company support your fam- 
ily.” I explained the kind of policy we 
had and wrote his application.” 

* * 


“T will think it over.” “If you were 
considering buying an automobile, you 
could think it over as long as you 
wanted to, and buy one whenever you 
were ready. But life insurance is differ- 
ent. You are in good health now but in 
a week or two you may not be so. 
There is nothing to be gained by, your 
putting this off, and there is a possi- 
bility of your losing a great deal. If 
this is a good thing at all, it is a good 
thing todav. Then I would ask, ‘What 


”” 


is vour wife’s first name? 


“I can invest my money to better ad- | 


vantage.” “Mr. Prospect, I am not 
selling an investment. If your wife asked 
for a new dress that she was in need of, 
you wouldn’t tell her that you could in- 
vest your money to better advantage. 
I am prepared to show you beyond any 
question of a doubt that the item of life 
insurance has a most important place 
on your family budget and is an abso- 
lute necessity.” 

“My wife objects to insurance.” “Not 


many women object to life insurance. 
Get the prospect in your car and go 
home with him. 
with him and his wife. 


Have an interview 
If he is not 


| wife, 





| figures that he has little to leave his 





| will 
| children 


| carrying life insurance, who is? 


| the night before he had done everything 


|an asset through life insurance. 
|are you willing to see your children 





His 
and she cannot afford to do it. 
That hard burden should be carried on 
the shoulders of a strong life insurance 
company that is fully prepared to take 
care of it.” 

x ¢ @ 

“Against my religion.” “I have no 
sympathy with a man who makes that 
remark. I tell him I have also a lot of 
religion. I tell him I have never found 
anything in the Bible against life in- 
surance, and I then quote some passages 
of scripture to back it up. I belong to 
every organization in our community. 
I have our pastor insured for $5,000 and 
he is a good booster for me. Some time 
ago we had an evangelist down there 
and I asked the pastor to bring him up 
to my office to talk over insurance. I 
wanted to get him in my private room 
and talk to him. He had been an over- 
sea chaplain, so you could use plain 
English with him. He said when he 
came over ‘Its against my religion.’ I 
said, ‘I don’t give a d if it is.” I 
quoted every scripture reference that I 
had heard in regard to this thing. On 





possible to bring a sinner to confession, 
and I said, ‘What did you tell him the 
last thing? You said to him, ‘My 
brother, you are wrong, you are dead 
wrong.’ And I want to say to you, 
you are wrong, d you, you are 
wrong. The next night at the close of 
the meeting, the last night he was to 
preach in the church, he said to me, 
‘Old Scout, you’ve won. I will take the 
insurance.’” 

“I have property and do not need in- 
surance.” “When a man gives an ob- 
jection like that, I don’t sell him in- 
surance, I sell him property as an 
investment for 3 or 4 percent of the 
principal.” 

“My children can support themselves. 
I had to hustle and why shouldn’t 
they?” “This is quite a difficult subject. 
It usually is the man who has limited 
opportunities for an education, but who 
has quite a bit of native ability to make 
money and get along in the world and 
who is often termed a ‘tight-wad.’ He 








children. I usually get at him in this 
way, ‘Why are you working so hard 
and trying to save so much money? 
Why not just live on your income? 
You say you don’t want the children to 
have any more?’ 

“To some other man I say, ‘You 
have had fair sailing. Your children 
now have to match swords with 
who have had an education 
and with children who will have quite 
Now 





start at the bottom and hoe the hard 
row? Working the same long hours 
and spending the same restless nights 
at the same hard tasks which you have 
done?’ Sometimes a man, if he has 
enough feeling for the future of his 
children, will stop and think. 

“Your children can and will support 
themselves if you will take care of them 
until they reach their majority.” 

* * 


“My wife earned a good salary before 
we were married, and she could return 
to the same occupation.” “You don’t 
believe a word of that. You have eaten 
three square meals a day and have had 
a good place to sleep, a good wife who 
has spent years of devotion to you in 
assisting you in creating an estate, and 
she has taken her mind entirely from 
the work that she was formerly doing 
and has concentrated on the good things 
and good and noble thoughts and good 
deeds that a good housewife must do, 
and you don’t believe for a moment 
what you say. If you do, you are the 
most miserable, ignorant, ungrateful— 
well, I can’t talk to you folks like I 
would to that fellow. 

“If you were going away on a long 
trip, you would get in touch with your 
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PLANS OF JALONICK COMPANY 





New Dallas Life Company Temporarily 
in Abeyance but to Be Pushed 
Actively in Near Future 





DALLAS, TEX., Sept. 5.—While 
actual activities in connection with the 
new life insurance company in Dallas, 
to be headed by George Jalonick, are be- 
ing held in abeyance for the time, it was 
said this week that the idea is by no 
means abandoned. It is probable that 
the work of organizing the company, 
disposing of the stock, etc., will be 
undertaken again early next year, or 
even later this season. 

Conversations with men connected 
with the move to organize the new com- 
pany revealed the fact that the majority 
of the stock is pledged and that activi- 
ties ceased until business conditions be- 
came more settled. It was said the new 
company prefers a few large stockhold- 
ers to many smaller ones and for that 
reason is just “sitting steady” until the 
conditions are such that men of means 
and affairs can take large blocks of the 
stock and the entire matter can be 
closed up without so many petty details. 

From what could be learned of the 
new company the capital stock will be 
from $250,000 to $500,000 with a surplus 
half as great as the capital. The capital 
and surplus will be paid up. It was 
also understood that the new company 
will be located in the building with the 
~~ Fire, which the Jalonicks con- 
trol. 

The company would write all kinds of 
life insurance, it was understood, and 
immediately after organization would 
place agents in all sections of Texas and 
get busy with preparations to enter 
other states. 


banker and prepare for your wife’s 
needs while you were away. If you 
didn’t your neighbors would be talking 
about you and you would be contempt- 
ible in the eyes of your friends and 
neighbors all around. You should pre- 
pare in the same way, through life in- 
surance, for the day when you go on 
that long trip, never to return.” 





@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Nat hvenalyze 
neurance Company, 


Home Office, Madison, Wis. 











FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information. am 1921 this service, and 
Fidelity’s —- polic contracts, 
brought us within 74% of the unparal- 
leled new business result of 1 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878, 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
ILADELPHIA 
Walter LeMar Talbot, President 





























Wittens 











Tre Chicago National Life Insurance Company 
has special inducements for live agents in IIlinois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 


fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Gnderwriters Co. 
GENERAL AGENTS 


202 South State Street Chicago, Ill. 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 














Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 


Mexico and Mississippi. 
Policies up to date 


Write 
E. P. GREENWOOD 
or President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies 


More Than 1’4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President | CINCINNATI, OHIO 





Houston, Texas 














Organized February 23, 1888 








Your Chances Are Better 


Every man who examines the “Five 
Thousand Dollar Policy” of the 
Liberty Life, sees in it, the kind of 
life insurance that fits his needs. He 
likes it because it is distinctive and 
liberal, filling his life insurance re- 


quirements to the letter. 


In addition, this liberal policy gives 
the agent the chance to make five 
times more than he made before. 
The “Fives” are attractive in 
themselves and then the agent has 
the opportunity to sell stock with 
each policy. 


The Liberty Life Insurance Company 


TOPEKA 








KANSAS 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


ETT 


Oo. C. L. BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children 
on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, 
i.e. Annual, Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i.e.less work for 
nothing. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 


ADAMS ST. 
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™ 
QUINCY ST. 
Fed- 
eral 
Life} Res. | ° 
Bk. 


The Company has its Home Office in its own building at 166 W. }— —_— 
JACKSON BOUL. 

Jackson Blvd. running through to Quincy and Wells Street, right — 

in the heart of Chicago’s Financial district. 
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